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The Prudential Insurance Company of America 


FORREST F. DRYDEN HOME OFFICE 


PRESIDENT NEWARK, N. J. 
INCORPORATED UNDER THE LAWS OF TH® STATE OF NEW JERSEY 
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Incorporated Under the Laws of the Commonwealth of Massachusetts 

















CHARLES W. FLETCHER, Comptroller JOHN T. BURNETT, Secretary 
Condensed Financial Statement 
OF THE 


MASSACHUSETTS BONDING +» INSURANCE CO. 


HOME OFFICE, BOSTON, MASSACHUSETTS 
December 31, 1919 
Paid up Cash Capital - . * - - $1,500,000.00 


ee 











ASSETS LIABILITIES ; 

United States Liberty Loan Bonds. . 2... $1,362,500 .00 Premium Reserve. Or ce ee eR 
Federal Land Bank Farm Loan Bonds........... . 35,350.00 Claim Reserve. tite eeeeeeeeeeseeeeess 1,412,982.74 

. S. Government Certificates of Indebtedness... . 220,000.00 Reserve for Commissions. . .. ciety er ree 240,356 . 21 
eh and Municipal Bonds.................--.- 1,513,070.00 Reserve for Taxes, due in ER RIN 
Railroad and Other Bonds................0+00. 757,880.00 Reserve for Other Liabilities. . See Cee Cee 75,778 .69 
Bank and Other Stocks. . Re ay open ie 425,577 .00 —eeaeeraneeetees 
Real Estate. . 4 335,304.40 Total Liabilities, except Capital. . tees ae + $4,106,006.11 
Unpaid Premiums Subsequent to ‘Oct. 1, 1919. 931,567.88 Surplus over agitate and all Liabilities $632,913 .7 
Cash in Office and Banks .............-.....--. 550,158.53 Capital Stock. . 1,500,000. 00 F 
Accrued Interest and Rents...............+..-2. + 46,187-:80 Pee ahs ae ‘ : 
Clee uSeeUS tae Neo yrcca to Re apace we Shoutatiine were 61,324.25 Surplus to Policyholders...............5-......: $2,182,913.75 
ADMITTED ASSETS............02.--:c+ce c+ $6,238,919.86 Total........... 5 aye:5 oh vine ot ary ay eter cron os aco le ae a OO 





In addition to the Assets shown above, the Company has other Assets of $143,439.69, consisting principally of uncol= 
fected premiums and accounts receivable which it considers good, but which under the statutes of the several States 





annot be admitted by Insurance Departments. These Assets added to those shown above gives the Company a = 
Book Surplus of.. PtH eva aby SKIER ee) oe Patan dl ax tae ee EN atta tw ab eheseoh cee naire gf mncle wicteee tae era . $776,353.44 — 
Surplus to Policyholders as shown by the Books oan a of the Company of.. ...+. $2,;276,353.44 





FIDELITY AND SURETY BONDS 
General Liability, Automobile, Accident, Health, Plate Glass, Burglary and Theft 
INSURANCE 
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fis INSURANCE THAT INSURES 
= Liberal Contracts — Prompt Settlements — Efficient Service 
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FIRST RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 
President, General Counsel and Founder 


We are writing at the rate of over three millions a year 

and have a particularly attractive proposition for men 

with clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E. KING,. Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 








SOUTHLAND | 
LIFE INSURANCE | 
COMPANY 


DALLAS, TEXAS 


Insurance in Foree 


$43,000,000.00 


HARRY L. SEAY, President 
J. W. HURST, Jr., Secretary 
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T he Acid Test for Strength, 
Liberality, Service and Low Cost 


places 


CD “i 
Seal 
IFE INSURANCE COMPANY 


OF BOSTON MASSACMUSETTS 


high on the list 


CAPABLE AGENTS WANTED 
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THE HOME OF SERVICE 


LEU TT TTT TTT DUTT 


























TOUIEIETIC TET TTT 

















INSURANCE PAID FOR NINETEEN-NINETEEN 


$'72,000,000.00 





BANKERS LIFE COMPANY 


DES MOINES 


GEORGE KUHMNS, President 











NATIONAL FIRE 


INSURANCE UNDERWRITERS 
OF PENNSYLVANIA 


Cc. H. MILLER, Pres.-Treas. W. P. LEWIS, Secretary 
FINANCIAL STATEMENT 
JANUARY Ist, 1919 


ASSETS 
Municipal Bonds and Stocks-(Market Value) 
Cash on hand and in banks 
Premiums in course of collection 
Interest accrued...... De os slolnclaehibiadevevicismlvae oa eee eres 
Furniture and Fixtures 


Reserve for unpaid losses 


Reserve for unearned premiums 183,263.69 


- $191,263.69 
259,268.10 


$450,531.79 


JAMES R. SKINNER 


Managing Underwriter 
EVANS BUILDIN WASHINGTON, D. C. 
Risks accepted throughout U. S. and Canada 
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Established 1869 U. S. Branch 1892 


London Guarantee & Accident Company, Ltd. 


OF LONDON, ENGLAND 
27th Annual United States Branch Statement 


DECEMBER 3&I1, 1919 
ASSETS Claim Reserve: LIABILITIES 


Government, State, Municipal, Compensation PP ci : Lsahity 
Railroad, and Public Utility Departments penartment of New York) 96>948, 950 . 44 
Bonds...................... $10,756,501 .84 pe goo Department.......... 204,915.53 
. All other Departments...... 374,734.14 
First Mortgages on Real Estate. 17,500 .00 Reserve for Unearned Premiums  3,419,659.44 
Cash on hand and in Bank 473,413.09 Reserve for Taxes............. 255,994 .60 
‘ a Reserve for Reinsurance, Com- 
Interest due and accrued....... 165,681 .25 missions, and all other Lia- 
Premiums not over three months bilities. Se NS ey lees 601,018 .88 
due in course of collection. ... 2,311,801 .58 Reserve for F ederal Taxes. ares: 400,000 .00 
Voluntary Additional Reserve 
All other Assets... 2. 05.54.6200 432,034.01 $14,156,931 .77 for Contingencies............ 700,000.00 $12,905,273 .03 
as SURPLUS TO POLICYHOLDERS __1,251,658.74 
. $14,156,931 .77 
Deposited with Insurance Departments and United States Trustee $10,556,501.84 


Writes: Workmen’s Compensation, Employers’ Liability, General Liability, Workmen’s Collective, Elevator, 
Teams, Automobile, General Accident, Health, Credit, Burglary, Boiler, Flywheel, and Engine Insurance. 


HEAD OFFICE, CHICAGO, ILLINOIS 
F. W. LAWSON, GENERAL MANAGER 


e J. aor, si ieee pokes, peamend, omen ¢ Smith M. J. O’Malley & Co., Gen. Agts., 
esiden anager Eastern Dept., esiden anagers Mi e Dept., Dime Savin % 
55 John St., New York City. 432-434-436 Walnut St., . P cnaiee oe Bank Bidg., 
Philadelphia, Pa. sie 

Elmer A. Lord & Company, 
Resident Managers New England Hoover & Diggs Co., General Agt., Haller & Company, 

Dept., Arrott Bldg., Wood & Fourth Ave., Gen. Agts., Maryland & So. Penn., 
145 Milk St., Boston, Mass. Pittsburgh, Pa. Frederick, Maryland. 




















SEVENTIETH ANNUAL STATEMENT 


NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 


January 1, 1920 
INCOME 
erreennn teankiso 1 Ose aI SURR ANE. 550 OE wads soaks Ol a ad a a OE, CO eS A $8,897,982 .15 
an C ee ee AIRMAN Gee oo enc A eo re th mee aes aaa ae a sah ae Se eae 3,520,587 .36 
SONU CHONT GER CONTIN ts eon elec rycen re ee ae er gree ey, ee ee eee ee te 936,533 .33 


$13,355, 102.84 


DISBURSEMENTS 
G21) SCO) Ct) Ce en ee nL ene eee weer crt FO 
[gre N a ee eee ene pe ee Crete Ie yng ee Sv na a PO et vere Reem 
Whatared Enea wineNts..... c6.nisec ce bccn cad awh kaene nee tateddutens ceseueceuss | SOS 
OVATE Ae Ee ee ne ee nM emer rite 
Annuity ane Become (Paynicnts: <- <2... 8 os cs ee ee cos eons eee wae ae we 720,384.62 
Unearned War Premiums Refunded......... .. 0. 2... oo ccc cece cnc ce cece wees 2,166.70 
OO Oe ee 
All Other Disbursements;.......< 06066 ce coke Sees weep ee be ncendcncacdenscs cece ss pCR CO Si ONG G67 33 
ASSETS, LIABILITIES AND SURPLUS 
Total Assets, (Actual Market Basis, December 31, 1919)...... 2... 0... ee ee cee eee ee ee ee ee ss $73,060,254 . 79 
Pe eS eS er er ee ee Tere er 
General Surplus (Actual Market Basis, December 31, 1919)...........-.-.-- +2 ee ee ee ee 3,422,298 .99 
Under the ‘New York and Massachusetts Standard of amortized values, the National’s surplus will appear 
as $4,530,967.41, or $1,108,668 .42 in excess of the surplus claimed by the Company. 
New Insurance paid for $50,224,637. Increase $24,120,156. 
Insurance in force $267,801,560. Gain $34,377,184. 


Actual to expected mortality 63.26%. Interest earned on mean invested assets 5.08%. 

The Company in its statement adheres to market values as being in strict compliance with the Vermont statute and also the most 
exacting test of solvency, not finding it necessary nor deeming it advisable to adopt the amortized or the averaged valuations allowed 
by insurance departments, either of which valuations would largely increase the asset and surplus items. 


The present dividend scale will be maintained for 1920 and dividends to policyholders for the coming year, amounting to 
$2,373,863.11, have been declared, charged off as a liability in the above statement, and will be paid as due. 
nn KL 


rr 
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Henry M. Schnarr 


Horace R. Wemple 
Secretary=Treasurer 


President 
FIRE 
RE=INSURANCE 


NORWEGIAN ATLAS INS. CO., Ltd. 
WEMPLE & COMPANY, Inc. 


15 William Street 


New York New York 











Stability with Fraternity 


THE FRATERNAL AID UNION 


A Fraternal Beneficlary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 
Assets of Two Million Dollars Operating in Thirty-eight States 
SOMETHING DIFFERENT 


If interested, address 
Vv. A. YOUNG, Supreme President, LAWRENCE, KANSAS 








Che Independent Order of Puritans 


Home Office—Suite 818 Westinghouse Building, Pittsburgh, Pa. 
—ISSUES— 

ee as: guaranteeing a fixed monthly income to 
Annuities Certificates your family in event of death or to your- 
- — self in case of disability or old age. 
Life Certificates 10 year term, Whole Life and Endowment Plan. 
Combination Sick, Accident Annuity Fo7raniseing protece 
ime :from_ sickness 
r 


; ge t 
and Funeral Benefit Certificates or Accident and a 
Funeral Benefit Paid 


on death from any cause. 


PAID TO MEMBERS, JULY 1, 1917, $852,234.97 
ANNUAL RESOURCES $500,000.00 


An up-to-date progressive association possessing the strong features of 
adequate rates (American Experience Table of Mortality, 4 per cent) and 


Economical Management. 
INSURANCE IN FORCE $15,000,000.00 MONTHLY INCOME ANNUITIES 




















Men capable of closing business and training 
new agents or devoting entire time to writing 
new business can secure positions with ‘the 
undersigned company on salary, expense and: 
commission. In writing give full details, past 
history and reference. Address, 


STANDARD LIFE INSURANCE CO. 


DECATUR, ILLINOIS 





Live Men Can Double Their Income 


selling our 


MONTHLY PENSION BONDS 


(copyrightea) 


Under our Service Pension Contract 


The LaFayette Life Insurance Co. 
LaFayette, Indiana 
W. W. LANE, Secretary. A. E, WERKHOFF, President 


ESTERN ASSURANCE COMPANY 
OF TORONTO 





Incorporated 1851 
FIRE, EXPLOSION—RIOTS CIVIL COMMOTIONS AND 
STRIKES—MARINE AND TORNADO INSURANCE 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1919 


IE Kaba ncnncinenksatcrerdaus tees ve nnbakewen $4,693,580.53 
SURPLUS IN UNITED STATES..............-++- $1,733,616.33 
TOTAL LOSSES PAID IN UNITED STATES FROM 

Be i er errs $45,098,883.86 








A report of an Examination of the 


FORT WORTH LIFE 


of Fort Worth, Texas 


made in Feb. 1918, by the Insurance Commissioner of 
Texas, concludes: 

‘“‘We are impressed that the management of this Company is entitled to 
commendation in that it is apparent that at the present time, as well as in 
the past, their aim and intention is to conduct a clean, legitimate, and 
profitable business, both as regards Stockholder and the Insuring Public 
and that the steady advancement herein exhibited is due in a very great 
measure to the aforesaid conditions.” 


Admitted Assets Exceed One Million Dollars. 
Agents wanted for good territory in Texas. 











* EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in 
the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Thos. F. Daly, President DENVER, COLORADO 

















Fidelity and Surety Bonds 
Accident and Health od 
Monthly Payment 




















: 
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A. J. SABATH, President 








CHICAGO BONDING AND INSURANCE CO. 


Home Office—CHICAGO, ILL. 
CAPITAL AND SURPLUS TO POLICYHOLDERS, OVFR $1,000,000.00 


WRITES 
Plate Glass General Liability 
Burglary . Elevator 
Automobile. Liability—Property Teams 


Damage and Collision 


Licensed by the United States Government, the District of Columbia, and the following States: 
Illinois, Iowa, Kansas, Michigan, Missouri, Minnesota, Ohio, New Jersey, Indiana 
Pennsylvania, Kentucky, Wisconsin,“ Maryland, Nebraska, West Virginia. 
A Company conducting its business with an annual premium income of over ONE MILLION DOLLARS, with a policy 
outlined by its own Officers and Directors in co-operation with its own agents. 


O. F. ROBERTS, Vice-Pres. & General Manager 
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NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York | 


JOSEPH W. BECE, Special ¢ GUSTAVUS B. HOLT, Special Agt 
56 Richton Ave., Detroit, a 72 Kilby Street, Boston, Mass. 


we ei 
720 Racine Street, Milwaukee, Wis. 


ERIK LINDSKOG, Special Agent 
7 W. Lake St, Minnespolie, bine 


W. P. RAY, Special 
Terre Haute, a 





C. C. CRANDALL 
San Special Agent 


Springs, Penn. 
RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 














The Company that 


LEADS THEM ALL IN KANSAS 





Has the largest volume of business in force ever placed 
upon the books of any Kansas Company 


THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 
WICHITA KANSAS 














WANTED: PRODUCERS OF GOOD BUSINESS IN 
INDIANA, KENTUCKY, ARKANSAS, ALABAMA, 
FLORIDA AND GEORGIA. 





LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 





Address C. D. RENICK, President 


INDIANA NATIONAL LIFE INSURANCE COMPANY | 


INDIANAPOLIS, INDIANA 








THE SIGN OF GOOD CASUALTY INSURANCE 





LIABILITY q BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 

TEAMS ¥ ELEVATOR 
COMPENSATION NS GENERAL LIABILITY 


. ~ 


Established 1869 


LONDON GUARANTEE & ACCIDENT CO., Ltd °rguze 


Head Office: CHICAGO, ILL. F, W. LAWSON, Gereral Manager 





F. J. WALTERS, Resident Manager, 55 John Street, New York. 

STOKES, PACKARD, HAUGHTON & SMITH, : : 
Resident Managers 434 Walnut Street, Philadelphia, Pa. 

ELMER A. LORD & CO.. Resident Managers 145 Milk Street, Boston, Mass. 





SALESMAN OPPORTUNITY 
Wecan use some high-grade stock and bond salesmen to sell our 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds. 
Write for Particulars. 
GARY NATIONAL ASSOCIATES COMPANY 


Gary Theatre Building, Gary, Indiana. 
Wilbur Wynant, President. 











WANTED 

Pioducers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 

Experiments, chance for promotion. 
FEDERAL CASUALTY COMPANY -<- «= = DETROIT, MICHIGAN 

POLICY WITH FUNERAL BENEFIT 

Sold by—DETROIT CASUALTY COMPANY - = DETROIT, MICH. 
(Same Management as Federal Casualty Company.) } 























The greatest automobile 
state in the Union today 
is Ohio. 


The largest and strong- 
est automobile insurance 
company in Ohio is 


The Great American 


Full coverage automobile insur- 
ance at reduced rates. 








MANSFIELD,OHIO. 




















LE ROY, OHIO 


Net Amount of Unpaid Losses and Claims........ $183,521.78 
Reserve for Unearned Premiums................ 2,853,032.68 
Federal, State and other Taxes due and accrued .. 70,086.10 
All other Claims...... Pee eeeeeeeeewese eseeeete 33,708.90 


F. H. HAWLEY, President 


OHIO FARMERS INSURANCE COMPANY 


STATEMENT DECEMBER 31, 1918 
New York Basis 


Organized 1848 


Reserve for Emergencies........... $125,000.00 
NGG Sashes s exc asic ce cndeiivenee 1,366,077.93 
Serplen to Pa PRGiths «os co vcececiccccescees 1,491,077.93 
RR Tiss oki oa svndensincevacerwness "$4,631 ,427.39 


W. E. HAINES, Secretary 




















Surety and Fidelity Bonds ra 


CASUALTY COMPANY 


Casualty Insurance 





American Bonding and Casualty Company 


SIOUX CITY 





Home Office: Sioux City, Iowa. 
Gus. Ae Elbow, President 


Over $850,000.00 in approved securities on 
‘deposit with Towa Insurance Department for 
protection of policyholders. 


Assets June 30th, 1919 - $1,707,890.53 


The unprecedented growth of this company is 

evidence of the quality of our Service. Agents 

are invited to avail themselves of this service 
where we are not represented. 
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“The Leading FIRE INSURANCE Co. of America” 


WM. B. CLARK, President 


One Hundred Years 
of Service 


Losses Paid over $174,000,000 














MR. SUCCESSFUL LIFE INSURANCE AGENT. 


Do you want to secure a G al Ag y for y lf? If so, 


eee WORTH KNOWING 


A $5,000 policy in the United Life and Accident Insurance Company 
guarantees 

FIRST, that in case of death from any cause $5,000, the face of 
the Policy, will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or 
DOUBLE the face of the Policy, will be paid. 

THIRD, that in case of death from certain SPECIFIED accident, 
$15,000, or THREE TIMES the face of the Policy, will be paid. 

FOURTH, that in case of total disability as a result of accidental 
inj the Company will direct to the Insured at the rate of 
$50 PER WEEK caine such disabilit: » but not to exceed 52 wee 
after which the weekly indemnity will be at the rate of $25 PER WEE 
throughout the period of ay: Can insurance do MORE? 
And WHY should any man be satisfied with a policy that would do 
ess 


Annual Premium, Age 35, Ordinary Life, $128.05; Twenty-Pay- 
ment Life, $167.10; Twenty-Year Endowment, $235.10. 


General Agents wanted in the following States: Renperhoonio. 
——- Kansas, Michigan, Ohio and the District of Columbia. 
83 


UNITED LIFE AND ACCIDENT INSURANCE CO. 
Home Office, United Life Bldg., Concord, New Hampshire 








PORTUGAL SPAIN 


J. FORCADA 


Manager of the firm J. Forcada & Co. 


INSURANCE & REINSURANCE BROKER 
Foundator-Manager of the ‘SSOCIEDADE FINANCIAL DE 
SEGUROS Lda. Underwriter of the Marine Branch 
of the Portugues Companies: 
A COLONIAL & OCEANO 
Agent of the Foreign Companies: UNITE; UNIVERS; 
ILLE DE FRANCE; NORDISK, ETC. 


Results obtained by ‘“SSOCIEDADE FINANCIAL DE 
SEGUROS Lda., on account of foreign Companies, 
from January 1917 to 31st December 1918 


WPPOUMIMG 66. 6.60%6.%4 0-500:2 $2,215,483.74 
Losses paid... ....... $ 599,909.42 
Soi) $1,615,574.31 


Results obtained by the Companies ‘‘A COLONIAL”? & 
*“OCEANO’’, from June 1917 to 31st December 1918 


A COLONIAL OCEANO 
Premiums... .. ..$2,453,862.66 $494,684.08 
Losses paid..... . .$1,673,549.68 $140,376.03 
Surplus..........$ 780,312.98 $354,308.05 


Agents and correspondents in all the principal towns of 
EUROPE, AFRICA & BRAZIL. 


LISBON, 12-13 PRACA DE MUNICIPIE. 




















THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘Old Line’? Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested. 


























| 


-Kristiania Shipping, Insurance and Trading Co. A/S 


were 
Sa a ne 


























Managing Director (Insurance Branch): H. C. O. Siecke (British Subject) 


KRISTIANIA. | 


Insurance and Reinsurance Managers and Brokers. 














Facultative Reinsurance and Obligatory Treaties Negotiated. 


TELEGRAMS: *“*CLARO”’, KRISTIANIA. 
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Great American 
Insurance Company 


New Dork 


INCORPORATED - 1872 


PAID FOR LOSSES 


$105,437,708.58 
STATEMENT uaa 1,1919 


$5,000,000.00 


5.33 E FOR 5B 12.¢ 


15, 31 tm 12.92 
10,619,509.09 
30,851, ,022.0 1" 


*Includes $134,574.96 Excess Deposit in Canada 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3list, 1918 


United States Government Liberty Loar bonds owned 
by the Company exceed its entire capital stock of 
$5,000,000—a striking indication of true patriotism 


Home Office, One Liberty Street 
New York City 


Pacific Department 
GEORGE H. TYSON, Gen'l Agent 
210 Sansome Street 
San Francisco, California 


Marine Department 


WM. H. McGEE & CO., Gen’! Agts. 
15 William Street, New York City 


Western Department 
WALTER H, SAGE, Gen’! Mér. 
INGRAM & LERCH, Managers 
76 West Monroe St., Chicago, Ill. 

’ Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 
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EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


“Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to May Ist, 1920, for $2.00 
Write for Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 











1849 NsiST ARENSON conruRT 19 


Incorporated 1849 Charter Perpetual 


SPRINGFIELD 


FIRE AND MARINE INSURANCE COMPANY 
OF SPRINGFIELD, MASSACHUSETTS 


Cash Capital - $2,500,000.00 


Seventy-first Annual Statement, January 1, 1920 


ASSETS 

Cash on Hand, in Banks and Cash Items.... $2,186,308.12 

Cash in Hands of ani and in course of col- 
lection. . a AP Poe te ee ae, ee 1,653,654.70 
Accrued Interest, etc. é aN gto Ree Oh tals 246,281.31 
Real Estate U nincumbered . Se ek es 335,000.00 
Loans on Mortgage (first lien)... ae BE ee 2,584,970.00 
ENRGRU MOOI oaks, ok by etreacwn louis ae ee me 2,363,450.00 
Ren ie yO. a a a eras 1,773,460.00 
Miscellaneous Stocks... ... -. 05 0 ccee cess 1,075,680.00 
Goyermment Bands. « ... 6 0.s06060% 5006040 1,876,800.00 
Railroad Bonds... po ae 1,111,960.00 
State, County and Municipal Bonds........ 520,670.00 
Miscellaneous Bonds. ; .. .. 2... 55.0.2 06-06 1,746,413.50 
Total Assets. me ; $17, 474,647.63 

Unadmitted Asset— Senne Commins — 
posit. . a he at ay oe Ie ER 171,510.99 


Admitted Assets................ $17,303,136.64 


LIABILITIES 

CAPITAL STOCK. rane $2,500,000.00 
Reserve for ebameiie: EOC Pere 9,149,276.65 
Reserve for all unpaid Losses............ 909,948.94 
Reserve for all other Liabilities.......... 565,000.00 
Reserve for January 1920 Dividend....... 200,000.00 

Total Liabilities. . aceceee. GNS,524,235.99 
NET SURPLUS... es 3,978,911.05 
SURPLUS TO POLICY HOLDERS. 6,478,911.05 


LOSSES PAID SINCE ORGANIZATION $80, 107,826.86 


A. W. DAMON, President W. B. CRUTTENDEN, Asst. Sec. 
G. G. BULKLEY, Vice President W. A. HEBERT, Asst. Sec. 

E. H. HILDRETH, Secretary C. L. GARNETT, Asst. Sec. 

F. H. WILLIAMS, Treasurer F. A. SCHLESINGER, Asst. Treas. 


Western Department. Chicago, Illinois 
A. F. DEAN, Manager 
J. C. HARDING, Asst. Manager W. H. LININGER, Asst. Manager 
E. G. CARLISLE, 2d Asst. Manager L. P. VOORHEES, Cashier 


Pacific Coast Department. San Francisco, Cal. 
GEO. W. DORNIN, Manager JOHN C. DORNIN, Asst. Manager 


Marine Department, New York City 
TALBOT, BIRD & CO., Inc., General Marine Managers, 63-65 Beaver St’ 


Agencies in all Prominent Localities throughout the United 
States and Canada 


Metropolitan District 


CHAS. G. SMITH, Agent 1 LIBERTY ST. 
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88th ANNUAL STATEMENT 


of 
VIRGINIA FIRE AND MARINE INSURANCE COMPANY 


Richmond, Va., January Ist, 1920 


ASSETS 
Stocks and Bonds owned—Par Value $2,309,200—DEPART- 


CAG WENN uy h ni oon k pis nid wae 6 a Sivipinle we V0 Meelis $2,146,760 .50 


Real Estate owned—MARKET VALUE.. 








First Mortgage Loans—Value Lands and Buildings Mortgaged ete Reserve for Contingent Commissions... .... 0.206. i0-2cs0.ees00 18,000.00 
$201,500............ 2... 5; siete etree ee ete e ee eee ees 90,500.00 Reserve for December. 1919, Accounts... 0.0000. scene 4,000 . 00 
Interest accrued on Bonds and First Mortgage ee eee 29,318.91 Reserve for Dividend Payab‘e Jan. 1st, 1920 (Declared Dec. 10th 
Premiums in Course of Collection—Not more than three months 2 OOS. ee Poa Waren CUeeaS eee Tenet i 25,000.00 
due...;. pete ee ee eee Pears eee eersencersesceseessccrers 231,789.35 CNPTRAT SOC ik 6 olecc ta iba nia $ 250,000.00 
Due for Reinsurance on Paid sr ORT EE bes seeebe es NET) GURPLUS.. -.cc.ccc0 ke eck cane. ow. 86761 18 
Cash on Hand andin Nat’! State and City Bank, Richmond, Va. . R -63 SURPLUS TO POLICYHOLDERS..................... 1375.76.13 
oO) | \ eee ee en Oe meee an, Srey ee year Rh $2,744,156.41 ND ON oso eval Sistavsltors tas auiisoear eines Riv steels ero teuons Wiehe ane Bintan so oLate $2,744,156.41 
OFFICERS 
William H. Palmer, President E. B. Addison, Vice-President B. C. Lewis, Jr., Secretary 
J. C. Watson, Treasurer J. M. Leake, General Agent 
DIRECTORS 


E. B. Addison H. L. Cabell O. H. Funsten 


120,000 .00 


J. Jordan Leake 


: LIABILITIES 
PRCBREV EC 1 WRIT EBNOS <6 :cig Goercicus ges sa we a cee ee Bale Sie. ae mes $ 
meserve for Wnearmed PLCHMUME. occ ccs ose wee werew ee 
Reserve for United States Taxes. .....5. 06 ccc ch ewe vows news 
PEBCTVG TOR MUDGEE TAREE. 5 odie fsa co 5 8 2a Sbe wes eae eee 


92,188.21 
1,106,207 .07 
110,000.00 
13,000.00 


W. H. Palmer W. H. Palmer, Jr, 





F. E. Nolting 

















FOUNDED 1865 


The PROVIDENT LIFE 
and TRUST COMPANY 


OF PHILADELPHIA, PENNA. 





The farsighted “ Maturing Policy” of the 
Provident is in accord with the Spirit of the Age. 


It protects your own declining years. You 
can make it “Shark proof” if you die. 





Northwest Corner Fourth and Chestnut Streets 


























The Agents of the 
NEW ENGLAND MUTUAL LIFE INSURANCE CO., 


After another Year of Splendid Success, 





Face the New Responsibilities resulting from the 
War, with Determination to give that Generous 
Service which is making Life Insurance 


A Universal Necessity 














eneral Accident 


FIRE AND LIFE 













> 


GENERAL BUILDING - 47! & WALNUT STS. 
PHILADELPHIA 


ASSURANCE CORPORATION, Lid. 


FREDERICK RICHA 2DSON, United States Manager 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
The Original Woman’s Order on Adequate Rates 
Organized in 1892. 


Has Made a Notable Record in the Fraternal World 
Has a Business Standing of Merit 
Gives Safe Protection to Women and Children 
Its Plans are Attractive 
Cares for its Needy Sick 
Its Reviews Are Social Centers, 


Miss Frances D. Partridge, 


Miss Bina M. West, 
Supreme Record Keeper 


Supreme Commander 


Headquarters: W. B. A. Building, Port Huron, Michigan. 


ILLINOIS LIFE 


INSURANCE COMPANY 





CHICAGO 
JAMES W. STEVENS, President 


Greatest Illinois Company 








HOME LIFE INSURANCE GO. 


(Purely Mutual) 
256 BROADWAY, NEW YORK 
WILLIAM A. MARSHALL, President 


The 59th Annual Report of the Home Life Insurance Cer shows over 
Four Million Dollars paid to policyholders in 1918, of which over Seven 
Hundred Thousand -was in dividends. The influenza pneumonia epidemic 
caused an abnormal-mortality greater than any experienced in the Com-. 
pany’s history,. but.notwithstanding this the assets show an increase of 
more than 4% and are now over Thirty-Six Million Dolfrs. , 

The total insurance in force was increased during the year 8.6% and is 
now nearly One Hundred and Fifty Nine Million Dollars. 


For Agency apply to 
GEORGE W. MURRAY, Supt. of Agents. 








256 Broadway, New York, N. Y. 














EVERY LIFE MAN KNOWS 


| the encouragement of working in a successful atmosphere. 

| The Great-West Life during the year 1919 experienced the greatest success of 

| twenty-seven successful years. 

| In short, for these unequalled Policies there is an unequalled demand. 
Investigate. 


| THE GREAT-WEST LIFE ASSURANCE COMPANY. 
| HEAD OFFICE — WINNIPEG, MANITOBA 
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THE SPECTATOR 


The circulation of the publications of The 
Spectator Company, including THE SpEcTATOR, 
amounted for the year ending January 1, 1919, 
to 1,240,375 copies, averaging 23,853 weekly. 
These standard publications, covering life, 
fire, casualty and miscellaneous insurance, are 
recognized as authorities in their particular 
lines, and many have recewed the endorse- 
ments of the United States Government and 
State Insurance Departments. The statistical 
and Mstorical records of the various insurance 
companies, news and educational articles, and 
convincing arguments rendering the prospect 
mind receptive to the solicitation of insurance 
men, are thus given wide public circulation, 
constituting the most valuable SERVICE to 
the insurance companies. 


Tue Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
Four Dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 


PUBLISHERS 
135 WILLIAM STREET, NEw York 
Arthur L. J. Smith 
President 
Harry W. Barnard 
Second Vice-President 


Loughton T, Smith 
Secretary 


Charles H. Nicoll 
Vice-President 


Robert W. Blake 
Treasurer 


Sholto D, Kirk Fred. B. Humphrey 
Assistant Treasurer Assistant Secretary 


Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago. Telephone, Wabash 531 


Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 
Copyright, 1920, by The Spectator Company, New York 
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N illustration of the unwisdom of 
A waiting for the delivery of one’s 
life insurance policies before paying the 
premium thereon recently developed in 
New York in connection with the death 
of an oil magnate who, it is reported, had 
applications pending for large sums of 
insurance in addition to policies already 
in force aggregating a considerable sum. 
It appears from the current statements 
that the policies for the new insurance 
had been issued but were not delivered 
because the gentleman was taken ill with 
pneumonia and died within a few days. 
If the first premiums on these policies 
had been paid in advance, the policies 
would have been placed in effect from 
the time of their issuance and the estate 
of the deceased would have been aug- 
mented by a large sum. This feature 
of life insurance should be impressed 
upon all agents, and by them upon their 
prospects, for the purpose of securing 
advance payments of premiums when 
applications are taken. This is a 
Wise policy from the viewpoint of the 
agent, not only in order to clinch his 
commission in the event of the illness or 
death of the prospect preventing the de- 
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livery of policies, but because the pay- 
ment of the premium also operates to 
prevent the applicant from being per- 
suaded by some other agent to take insur- 
ance in another company and to with- 
draw his application or refuse the policies 
in the company to which he had orig- 
inally applied. It is obvious, therefore, 
that the agent, when securing an applica- 
tion, should emphasize to the applicant 
the desirability of his paying the first 
premium at that time. 


7... the movement looking to 

the standardization of screw 
threads on fire hose fittings, so that the 
apparatus of one city and town could be 
used in an emergency in other cities or 
towns, has not made the progress which it 
should have done, it is pleasing to note 
that some fifteen per cent of the total 
of about 8000 cities and towns having 
fire departments now have threads of 
the standard measurement. About sev- 
enty-per cent of the towns have threads 
which could readily be altered to stand- 
ard at a relatively small expense, while 
the remaining fifteen per cent are of 
divers measureinents or use snap or 
clutch couplings. It is obviously impos- 
sible to foresee when any community may 
be afflicted with a conflagration and may 
need and call for the assistance of neigh- 
boring municipalities. It is, therefore, 
the part of wisdom for all fire depart- 
ments to be prepared, by standardizing 
their screw threads, for such an emer- 
gency whenever it may arise. 





HE recent arrest of a policyholder 
for receiving a rebate from a life 
insurance agent in the New York recalls 
attention to an abuse of the life insurance 
business which was rampant fifteen years 
ago, but which in late years has been gen- 
erally regarded as being of negligible ex- 
tent. That rebating does still exist, in 
some measure, is undoubtedly true. The 
effort to stamp it out entirely, of which 
one feature was the recent subscription 
by certain life underwriters in New York 
of a fund wherewith to pay rewards for 
securing convictions, is being furthered 
by both the State Insurance Department 
and life insurance men in New York. The 
conviction and punishment of those 
guilty of giving or receiving a rebate, in 
even a single instance, will have a great 
deterrent effect; and the information 
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Editorial 


concerning it should be so widely dissem- 
inated that those who might be tempted to 
violate the law against rebating will be 
warned of the possible punishment for 
such an offense. 


AST Saturday, meetings on Ameri- 
canism were held in every office 
of the Prudential Insurance Company 
in the country, the exercises being as- 
sisted by the distribution of a creed, and 
thoughts by prominent Americans, in 
furtherance of the propaganda of 
Americanism, which is being conducted 
by Prudential field men throughout the 
United States. The creed promulgated 
by President Forrest F. Dryden is one 
to which every loyal American can 
readily subscribe, and the action of Mr. 
Dryden, his company, and its thousands 
of loyal representatives in carrying the 
message of patriotism and loyalty to 
millions of our people is to be com- 
mended as representing a high type of 
Americanism. 
HE year 1920 has started off rather 
badly, so far as the fire losses 
in the United States and Canada are 
concerned. According to the records of 
the Journal of Commerce, these losses 
amounted to $37,012,750, or practically 
the same as in the same month of 1918, 
which year produced a total loss of 
about $317,000,000. In January of 
1919, the loss was $29,446,325, so that 
the excess in January last was about 
$7,500,000. It is to be hoped that some 
means will be found of curbing the loss 
through the rest of the year. 


Great Volume of Work 


An observer says that probably there 
never was a time in the history of the loca] 
field when the volume of work, speaking 
merely from a clerical point of view, was sa 
great as at the present time. This appears 
to arise from many causes, the chief of 
which are: (a) The large number of trans- 
fers of property, real estate, from one owner 
to another. (b) The large number of trans- 
fers of business, there being at the present 
time an especially active field for the selling 
out of properties. (c) The opening up, be- 
cause of the lack of new, large buildings. of 
many small old properties for business pur- 
poses. All of this combines to force an 
enormous pressure on the local departments 
and on the question of inspecting and rate- 
making, with the result that, not merely 
figuratively but literally, the business is 
snowed under. 





Life Insurance 


LIFE INSURANCE 


National Life Insurance Company of 
Vermont 

A remarkable record was made in I9gIQ 
by the National Life Insurance Company of 
Montpelier, Vt., it having written $50,224,- 
638 of paid-for insurance, an increase of 
$24,120,156 over the previous year, while the 
gain in insurance in force, $34,377,184, brings 
the latter item up to $267,801,560. The gain 
in insurance in force is nearly three times 
the greatest ever before made in a single 
year. Although in January and February, 
1919, the mortality experience was unfavor- 
able, yet for the whole year, the percentage 
of actual mortality to the expected was but 
63.26 per cent, which is the most favorable 
in a number of years. The company an- 
nounces that its present dividend scale will 
be maintained for 1920, and that dividends 
to policyholders for the coming year, 
amounting to $2,373,863, have been declared 
and charged off as a liability. 

The company now has assets on an 
actual market basis of $73,060,255, and a 
general surplus of $3,422,299, according to 
the Vermont standard. On the New York 
and Masachusetts standard, the surplus will 
be $1,108,668 greater. During the past year 
the assets increased more than $2,000,000. 

The National Life is now in its seventy- 
first year, and has established an enviable 
reputation throughout the country. That 
the company is steadily increasing in popular 
esteem is proved by its regular and con- 
sistent advances from year to year. 











E. C. Millair is Now Vice-President 


The board of directors of the George 
Washington Life Insurance Company of 
Charleston, W. Va., recently elected Ernest 
C. Millair as vice-president of the company. 
Mr. Millair entered the service of the com- 
pany five years ago as secretary, and will 
continue the duties of that office, as well as 
those of his new one, with the title of vice- 
president and secretary. Mr. Millair has 
made himself an important factor in the 
George Washington Life, and his many 
friends will be pleased to hear of his ad- 
vancement, 





Philadelphia Life Insurance Company 

Notable increases were made in 1919 by 
the Philadelphia Life Insurance Company 
of Philadelphia, as is shown by its four- 
teenth annual report. Among these are 
the following: In assets, $411,268; in policy 
reserve and- other liabilities, $394,262; in 
surplus, $17,006; in premium income, $252,- 
022; in total income, $312,397; in new paid- 
for insurance, $4,793,734, and in insurance 
in force, $9,407,960. 

The company now has resources aggre- 
gating $6,699,996, and has a surplus of $759,- 
470. Last year it received for premiums $1,- 
501,391, while its total income was $1,g01.- 
890. Its new paid-for business last year 
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reached the sum of $13,465,011, and it closed 
the year with policies outstanding amount- 
ing to $48,625,799. 

The Philadelphia Life is managed in a 
progressive but conservative manner, and 
has open territory in a number of the East- 
ern, Southern and Middle Western States. 
Its officers are: President, A. J. Maloney; 
secretary, William H. Hubbard; actuary, 
Ernest M. Blehl; treasurer, F. G. Combes. 
A. N. Hopkins is superintendent of agents 
at the home office. 





New England Mutual in South Carolina 


The South Carolina headquarters of the 
New England Mutaul Life Insurance Com- 
pany of Boston has been removed from 
Charleston to Anderson in the western part 
of the State in order better to care for the 
rapidly growing business now being pro- 
duced in that section. Horace J. McGee, 
general agent, reports the South Carolina 
agency as turning in more than two million 
dollars of paid-for business in 1919 with 
first year premiums of 68,716. If the pace 
attained in January is maintained through- 
out the year, which there is every reason to 
hope for in view of the agency’s change of 
base with consequent striking of new terri- 
tory, the total of paid-for business in 1920 
should be in the neighborhood of $4,000,000. 





Inter-Southern Life’s Convention 

The fourth annual agency convention of 
the Inter-Southern Life of Louisville, re- 
cently held at the Seelbach hotel in that 
city, was a very sucessful event. An elabo- 
rate and comprehensive programme was 
carried through and the discussions of live 
topics dealing largely with salesmanship by 
successful field men were very helpful and 
inspiring. There were many men who quali- 
fied as members of the “Islic Club” for 1919, 
of which F. W. Bailey of Memphis is pres- 
ident, C. H. Dickinson of Macon, Ga., is 
vice-president and C. C. Smith of Nashville 
is secretary. 





Dakota Life of Watertown 


The directors of the Dakota Life of 
Watertown, S. D., have decided that no 
dividends shall be paid in the year from 
March 1, 1920, to March 1, 1921. All de- 
ferred and quinquennial dividends are con- 
sidered annual dividends, as it has been the 
practice of the company to pay in full the 
amount of any dividends left with the com- 
pany whenever requested by the insured. 
These dividends, which were originally 
called deferred dividends, are in reality only 
dividends left on deposit with the company 
at interest. 





Death of Charles C. Lauriat 


Charles C. Lauriat, a director of the John 
Hancock Mutual Life of Boston since No- 
vember 1, 1889, and a resident of Brookline. 
Mass., died on February 12, at the age of 
seventy-eight years. 


Thursday 


First Results of Carnegie School of Life 
Insurance Salesmanship 

Of the forty-three students graduating in 
December in the first class Carnegie School of 
Life Insurance Salesmanship, thirty-four were 
soliciting in January and five were doing super- 
visory work and not soliciting. Four not yet 
heard from. Owing to illness, transfers in ter- 
ritory and other delays in taking up their work, 
the thirty-four soliciting averaged three weeks’ 
work each, writing eight hundred twenty 
thousand of new business. The eighteen out 
of the thirty-four who had no previous experi- 
ence wrote five hundred fifteen thousand, 
averaging twenty-eight thousand six hundred 
per man. 

The special lectures for February are: 

W. H. Beers, associate general agent, Mu- 
tual Benefit Life Insurance Company, Roches- 
ter, N. Y.; Joseph A. Richards, president, 
Joseph Richards Co., New York city; Col. 
Walter Dill Scott, president, The Scott Com- 
pany, Philadelphia, Pa. 


Puritan Life of Providence 

The business of the Puritan Life of Jrovi- 
dence was so favorable last year that its 
mortality was but sixty-two per cent of the 
expected, and its average for the years it 
has been in operation has been about 
seventy-three per cent. The company ma- 
terially increased its assets and _ reserve. 
and its surplus to policyholders now exceeds 
twenty per cent of the liabilities of the com- 
pany. 





Life Legislation at Albany 

Assemblyman Raymond has introduced 
the Senate bill repealing sections tror-A, 
101-5, ro1-C and 1o1-D of the insurance law 
relating to group insurance. 

A bill has been introduced by Senator 
Whitley, adding new subdivision 5, section 
231, insurance law, by prohibiting the ex- 
pulsion of members from fraternal benefit 
societies for non-payment of dues, without 
notice stating the amount of arrears. 





National Association of Life Underwriters 
The San Francisco Association elected 
fifty-one new members at its last meeting. 
The Philadelphia Association has started 
its three-day membership drive. 

The New York City Association will hold 
its annual meeting February 26, at which 
the new officers will be elected and the 
membership campaign launched. 





Jefferson Standard Life 

Ratcliff F. Bradshaw, the State agency at 
Jackson, Mississippi, of the Jefferson Standard 
Life, ‘reports thirty-five of its agents writing 
$1000 or more of insurance during January. 
Of these one was responsible for $64,000, and 
two others for upwards of $40,000 each. Two 
others wrote upwards of $35,000 each, and a 
sixth wrote $28,000. 
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John Hancock Mutual Life Insurance 
Company 

Fine progress was made last year by the 
John Hancock Mutual Life Insurance Company 
of Boston. Its new paid-for insurance written 
aggregated over $252,000,000, far exceeding 
any previous record of the company, and the 
year closed with a net gain of more than 
$171,000,000 in insurance in force, the sum out- 
standing being $1,232,806,587. Lapses were very 
low during the year. The assets increased over 
$15,250,000 to $186,563,667, and the surplus 
shows a gain of $3,703,008, now standing at 
$8,707,008. The John Hancock's premium in- 
come last year reached the huge sum of 
$42,204,483, while its total income exceeded 
$50,000,000. Outgo included $11,850,142 for 
death claims, $539,589 for endowments, $3,986,- 
148 of surplus returned as dividends to policy- 
holders, and $3,599,270 for surrendered policies. 

President Roland O. Lamb and his official 
staff merit congratulation upon the achieve- 
ments of last year. 

New Vice-President of Equiowa 

At the annnal meeting of the board of 
trustees of the Equitable Life of lowa, 
Frederick W. Hubbell was elected vice- 
president and treasurer of the com- 
pany. Mr.- Hubbell is in his. thirtieth 
entire 
ence has been with the .Equitable Life 
of Iowa. While in high school in the city 
of Des Moines he spent his “days off” 
working for the Equitable of Iowa. He 
also worked for the company as office boy 
and in clerical positions during his vaca 
tions. He graduated from the Des Moines 
High School at such an early age that it 
was impossible for him to enter the uni- 
versity, so that he spent a year working for 
the Equitable before entering Harvard. He 
graduated from Harvard University, and 
took a post graduate course, specializing in 


year, and_ his business experi 


life insurance and actuarial science. 

Security Life and Trust Nearly Ready 

The Security Life and Trust Company of 
Greensboro, N. C., is expected to be ready 
for business about March ft. Its charter has 
been approved by the Insurance Commis- 
sioner, and organization will be completed 
in the near future. The company is to have 
$150,000 capital and $75,000 surplus, and a 
strong demand for the stock has developed 
through the city and State. 

Rebaters Get Off Easy 

Leon Eisenstadt and George W. Murphy, 
convicted of rebating, and Louis Ashem, con- 
victed of accepting a rebate, were each fined 
$25 on Monday in the Court of Special Ses- 
sions of New York. They were prosecuted last 
month at the instance of State Superintendent 
of Insurance Jesse L. Phillips. 

New Home for Northwestern Life 

The Northwestern Life of Winnipeg an- 

nounces that a block of property has been 
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purchased on Donald street as a site for 
its home office building. The property 
measures fifty feet frontage by 120 feet 
deep. It is believed that the price paid was 
around $30,000 to $35,000. 
ations are to be begun at once. 


Building oper- 


Montana Life of Helena 
During its nine years of business the 
Montana _ Life Company of 
Helena has made a remarkable record, and 
a particularly good one last year. It closed 


Insurance 


1919With $30,747,000 of insurance in force, 
with admitted assets aggregating $2,745,- 
852, and a surplus to policyholders of $580o,- 
348. It now has $1,798,843 of securities on 
deposit with the State Insurance Depart- 
ment. 

In 1919, the Montana Life wrote $12,150,- 
ooo of new paid-for business, of which over 
half was on the lives of residents of Mon- 
tana. 

In September last, the company was ex- 
amined by the Insurance Departments of 
four States, which testify to “a constant 
growth and progressive improvement in the 
company’s condition and affairs since its 
inception,” and to the fact that “the com- 
pany has a substantial capital and surplus 
over all liabilities, and its affairs are upon a 
sound financial basis.” 

A. C. Johnson is president and H. R. Cun- 
ningham is vice-president and general man- 
ager of the Montana Life, which, in addition. 
has a very capable staff of other officers. 


The Travelers has just written a group 
policy for over $4,000,000, including 5500 
employees of the John Wanamaker Store 
in Philadelphia. 

The insurance does not apply until em- 
ployees have been in the service of the com- 
pany for six months or more, $500 being 
the initial figure. This sum is increased by 
$100 yearly until a maximum of $2,000 is 
reached. The average insurance in effect 
is about $1,000. Eeach employee receives 
an individual policy and is notified from 
year to year of the increase in protection 
granted him. 


George Tilles Celebrates Anniversary 

George Tilles of Fort Smith, Ark., on 
February 7 completed thirty-five years in 
the life insurance business. His first policy- 
holder is still alive, and Mr. Tilles recently 
wrote an application on a man aged sixty- 
eight, whose first policy was issued thirty- 
two years ago. Through his agency, pay- 
ments to beneficaries in Fort Smith have 
amounted to $2,196,700. 


“T have always regarded Tue Spectator 


as one of the best insurance magazines of 
the country and have for a good many years 
made use of the statistical books with refer- 
ence to life insurance published by The 
Spectator Company.’—J. K. Voshell, ex- 
president, the National Association of Life 


Underwriters. 


Life Insurance 


Life Insurance Business Heavy—Likewise 
Taxes 

The New York Life Insurance Company's 
annual report, published in another column, 
shows the new business of the company in 1919 
tc be much the largest in the company’s history 
—reaching the astounding total of $531,000,000. 
The total insurance in force at the end of the 
year was $3,127,000,c00. The amount paid 
policyholders in 1919 was over $115,000,000, and 
the resources of the company on January 1, 
1920, were over $961,000,000, which included 
over $100,000,000 in Liberty Bonds and Victory 
Notes. Dividends to be paid policyholders in 
1920 exceed $32,000,000, and the surplus reserve 
for contingencies and future dividends is over 
$1 38,000,c00. 

The company complains of high taxes—as all 
business does—but a reason is given why life 
insurance should not be taxed that does not 


‘obtain in any other business, namely, that life 


insurance is itself a tax, voluntarily imposed 
by the insured, to prevent burdens from falling 
upon the State. The criticism of the company 
is that life insurance is not only taxed too much 
as a business, but also that the proceeds of 
policies paid to estates are liable to a heavy 
inheritance tax. Even life policies payable to 
beneficiaries are exempt from the inheritance 
tax only to the amount of $40,000, which makes 
it impossible to provide for a large inheritance 
tax by life insurance. The estate of the late 
Frank W. Woolworth paid $6,800,000 to the 
Federal Government and $1,000,000 to the 
State Government as inheritance taxes, and 
the widow sold her Fifth Avenue residence in 
order to do it, rather than sacrifice personal 
securities. 





—! 


New Casualty Company for Wisconsin 

Data has been filed with the Wisconsin State 
Insurance Department, asking permission to 
sell stock for the organization and formation 
of the Northwestern Casualty and Surety Com- 
pany, Milwaukee. It will be a $1,000,000 con- 
cern. The three men back of the proposed 
concern are former State Insurance Commis- 
sioner William A. Fricke, Milwaukee; former 
Deputy Attorney-General Walter Drew, Mil- 
waukee; and Stephen McMahon, an attorney- 
at-law, Milwaukee. 

Under the plan as placed before Insurance 
Commisioner Platt Whitman, there are to be 
10,000 shares of stock, and besides the $1,000,- 
000 capital there is to be a surplus of $750,000. 
The articles declare that the proposed company 
will write general casualty insurance business, 
accident, health, and workmen’s compensation 
and the other casualty lines. 


Forty New Companies in Ohio in 1919 

During the year 1919 forty companies have 
been admitted to do business in Ohio as fol- 
lows: Stock fire 22, mutual fire 4, reciprocals 3, 
casualty 4, life 2, fraternals 5. This makes a 
total of 703 companies and associations author- 
ized to do business in this State. 





John M. Timmons of Chicago has resigned from 
the Western staff of the A®tna Life and affiliated 
companies in order to establish an independent general . 
insurance office. 
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Home Life Insurance Company of New York 
During the past sixty years the Home 
Life Insurance Company of New York has 
participated in the steady growth of the 
life insurance business in general, and has 
constantly furnished safe, dependable insur- 
ance along modern lines and at reasonable 
net cost. The company’s sixtieth annual 
statement shows that during the year I919 
it continued its record of progress and still 
further extended its field of usefulness. 
Last year the Home Life wrote $40,009,- 
308 of new paid-for insurance, this amount 
representing an increase of about $15,500,- 
000 over the business of 1918. The gain in 
outstanding insurance in 1919 was $27,045,- 
527, indicating a high degree of persistency 
among the policyholders. This is as it 
should be, and points to an unusual degree 


of appreciation of the company’s stability 


and efficient administration. 

The assets of the company on January 1, 
1920, aggregated $37,780,735, showing an 
increase of nearly $1,700,000 as compared 
with the previous year. The company’s re- 
sources are represented largely by bonds 
and stocks, the value of such securities 
being $21,274,053. It also has invested 
loans on bonds and mortgages $7,315,062, 
and in real estate $1,500,000. Loans to 
policyholders amounted to $6,211,449, while 
other minor items amounted to $1,480,171. 
Among the liabilities, the chief item is the 
insurance reserve fund, $32,246,501, which, 
with the reserve for deferred dividends, 
$2,688,231, makes a total of $35,934,732, as 
compared with $33,878,775 a year earlier, 
representing an increase in these items of 
$2,055,957. The contingent reserve fund, 
or surplus, amounted to $537,894 on January 
I, 1920, after providing in its liabilities for 
$400,000 on dividend account for 1920. 

The insurance record shows that the new 
business paid for in 1919 was $40,009,308, 
against $24,510,678 in thé preceding year, 
and that the amount in force at the end of 
1919 was $185,755,819, or $27,045,527, more 
than a year earlier. 

These figures represent handsome in- 
creases in resources, reserves and insurance 
written and in force, denoting a spirit of 
progress which has been characteristic of 
the officers and field representatives of the 
Home Life, and which augurs well for the 
future of the company. 

The premium receipts of the Home Life 
in I919 exceeded $6,000,000, and its payments 
to policyholders aggregated $4,388,381. The 
premiums, therefore, increased nearly $800,- 
000, while the payments to policyholders 
increased only about $280,000. The excel- 
lence of the company’s risks is proved by 
a saving of nearly one-third of the expected 
mortality during the year 1919, although 
the influenza prevailed during the earlier 
part of that year. 

The Home Life management is very care- 
ful and conservative in the matter of invest- 
ments, the company holding a large amount 
of United States Government, State and 
municipal bonds, as well as a well diversified 
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Extracts From the Statements of Life Companies for 1919 


The following figures of the statements of life insurance companies, covering the year 1919, have been 


mostly compiled from returns made direct to The Spectator Company. 


(Supplemental list.) : 


Paid-for Insurance Insurance Admitted Surplus to 

NAME OF COMPANY Total Income Written Gained Assets Policyholders* 
See ES OHINOUR © 1. 4.420:5:.05% hie’ 775,704 5,599,129 1,321,181 1,558,436 210,896 
Bankers: Bate. Ta. o.cs:< s:ia-05:0.6 13,559,614 74,319,553 47 673, 519 39,448,857 634,801 
Columbia Life, BNE Fests cree aha c $59,634 $487,158 $390, 335 $138,089 $8,305 
Commonwealth et Niediccs<:s 1,066,969 11,645,591 7,800,797 1,695,964 125,646 
Conservative Life, Ind. ...... 249,988 3,531,605 1,834,388 349,400 129,690 
Conservative Life, W. Va. 672,571 5,909,548 4,291,429 1,178,307 319,712 
Federal Union Life ......... 509,947 6,008,421 2,544,919 573,855 225,565 
Great Northern, Wis........ 389,784 1,899,359 1,038,058 1,216,152 212,350 
Great West Life, CENGGA ks (CO! ates 51,577,899 41,696,603 31,260,347 4,335,007 
Guardian Life, Wis...0.550605 409,149 3,727,591 3,133,091 984,608 156,106 
Home Life, New York....... 7,920,756 40,009,307 26,045,527 37,780,735 937,894 
Ripa MERE sits wig eis esse 6 os a 134,708 1,396,172 1,000,682 453,401 108,893 
Manhattan Mutual, Kan...... 56,644 804,500 747,000 38,810 29,417 
Metropolitan Life .......... 254,728,943 1,418,681,492 910,140,618 864,821,825 29,085,337 
Midland Mutual, Ohio....... 1,360,937 "008,157 6,387,854 3,878,748 389,462 
Mioitana: TATE: ous sie ssw ee sie 1,384,865 12,121,930 8,933,380 2,745,852 580,348 
Mutual Life, New York...... 112,753,457 354 *422.133 227,289,404 662,390,275 92,505,322 
National Fidelity «2.60.4. 503,695 2,880,125 2,081,031 725,342 214,405 
National Life of U. S. A..... 4,402,107 23,076,895 13,040,573 17,436,791 1,275,948 
North American Life, Canada. 4,053,760 22,199,547 13,627,174 18,869,550 2,694,338 
Northwestern Mutual ........ 87,562,718 297,102,565 235,298,536 440,861,776 19,746,981 
Northwestern National ...... 3,601,143 39,307,415 29,799,892 8,484,731 893,637 
Oa = SE IS 7 Se a 882,427 6,715,190 5,560,768 2,017,235 289,940 
MORGANS Aan ie sco isles sie’ sinscs ee = 343,000 3,949,500 3,791,000 485,055 172.76" 
Rare TAG oon cccig ss wise eee 153,795 1,457,302 759,290 372,901 132 668 
Peoples Life, Ind........ : 530,316 5,363,469 4,493,234 1,494,653 206,155 
Providers: Lite, T0. ..500.005. 280,403 2,367,595 786,531 37 2893 3 145,273 
Rcyal Union Mutual ........ 2,833,951 10,390,479 5,653,506 8,966,521 290,775 
San Jacinto Life .......800+ 209,728 4,021,360 2,645,416 408,561 215,079 
Be Bik BA sence veeses 5,212,457 29,797,353 86,809,670 21,896,755 2,295,221 
Volunteer State ..........+- 1,455,798 12,780,215 9,766,772 4,488,265 600,000 





selection of railroad and other bonds, and 
some railroad, bank and other stocks. 

The principal executive officers of this old 
and firmly established institution are: Pres- 
ident, William A. Marshall; first vice-pres- 
ident and secretary, Ellis W. Gladwin; sec- 
ond vice-president and actuary, Henry Moir; 
third vice-president and superintendent of 
agents, George W. Murray. 





J. Stanley Edwards to Address Life Men in 
Waterbury, Conn. 

The Connecticut Life Underwriters Asso- 
ciation has invited J. Stanley Edwards, 
president of the National Underwriters, 
and Denver manager of the Etna Life, to 
address their next meeting on March 9 at 
Waterbury. Franklin W. Gause, secretary 
of the National Underwriters Association, 
address the Connecticut branch of their 
meeting in Hartford last week. He spoke 
on ‘the value of insurance in settling the 
State and Federal taxes on estates of 
wealthy men, as he said that only one out 
of 175 wealthy men leaves sufficient cash on 
hand to pay taxes on estates; hence it be- 
comes necessary to sacrifice securities or 
property holdings. The estate of Andrew 
Carnegie, he pointed out, had been taxed 
for forty-five per cent of its total value. 





Mutual Benefit of Newark Gets Flying Start 
for 1920 

The agents of the Mutual Benefit of New- 
ark in January set a pace which if kept up 
throughout the year will result in an in- 
crease of approximately $300,000,000 in new 
paid-for business in 1920. The report for 
January shows $26,679,151 in new applica- 
tions received and $18,130,230 in new busi- 
ness written, an increase in the latter figure 
over the same month in 1919 of $6,526,110. 
The L. A. Cerf general agency alone turned 
in $4,228,874 in new applications. 
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Federal Taxation of Insurance 

A tax of ten cents on each dollar, or frac- 
tional part thereof, of the premium on in- 
surance policies covering property in this 
country, written by foreign insurers having 
no agents here, is proposed in a bill now 
before the Senate. The measure was intro- 
duced by Senator Frelinghuysen of New 
Jersey, and is for the purpose of amending 
paragraph fifteen of the Stamp Tax sec- 
tion of the current revenue law, which pro- 
vides a tax of three cents on each dollar 
of premium on such policies. 

John G. Haas With Nor Norwich Union 

John G. Haas, who has been appointed head 
of the legal and claim department of the Nor- 
wich Union Indemnity Company of New York, 
with the title of attorney and superintendent, 
was for five years assistant to William Bro- 
smith, chief counsel with the Travelers Insur- 
ance Company of Hartford. He is a Yale 
graduate, and from 1905 to 1914, when he 
joined the Travelers, practiced law in New 
York city. 

New Director of the Orient 

Alfred R. Murphy, assistant secretary 
with the Orient Insurance Company, was 
elected a member of the board of directors 
at the annual meeting in Hartford last week. 
Mr. Murphy has been temporarily acting as 
a director since the death of Harold fF. 
Burdett last September. 





Insurance Sales Letters 


Open the way to real business—create a keen 
cost ation of the value of adequate insurance and 
prepare the way for a personal call to close the appli- 
cation. More than 400 salesmen are using Hull’s 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
pany official writes, “‘Am well pleased with the letters. 
Shall be able to make effective use of them.” Re- 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
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The 


PERFECT 
PROTECTION 
POLICY 


OF THE 


RELIANCE LIFE 


gives you something absolute- 
ly new and different to talk 
to.your prospects. Gives you 
a chance to earn more money 


than you are now making. 


Our Life Insurance Contracts 
contain the most up-to-date 
clauses known to the Insurance 
World. The Accident and 
Health gives full protection 
for at least a third less cost 
than regular casualty com- 
panies. Our agency contracts 


are as liberal as can be made. 


WRITE AND WE WILL TELL 
You More ABOUT OURSELVES 


Reliance Life 


Insurance Company 
of Pittsburgh 


Farmers Bank Building 


PITTSBURGH, PENNSYLVANIA 
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Women Devote Evening to Life Insurance 

At Springfield, Ill., there is an organiza- 
tion known as the Business and Professional 
Women’s Club, the object of which is to 
provide for its members an opportunity to 
meet and discuss topics which pertain to 
their advancement and general welfare. 
The club meets bi-weekly and each meeting 
is devoted to a discussion of some one par- 
ticular subject. Whenever possible, some 
expert or authority on the subject to be dis- 
cussed is engaged to address the club, and 
in this way the members get much practical 
and valuable information which they can 
put to daily use. 

At a recent meeting of the club the topic 
for discussion was life insurance and Will 
Taylor, assistant secretary of the Franklin 
Life, gave the members a very instructive 
talk on “What Life Insurance Is”; and judg- 
ing from the interest taken, this is exactly 
what the ladies wanted to know. 

That these business and _ professional 
women should voluntarily set apart one eve- 
ning in which to inform themselves regard- 
ing life insurance would indicate that they 
are interested; interested not so much in 
the sense that women generally are inter- 
ested in life insurance—as_ beneficiaries— 
but interested as patrons and prospective 
patrons of life insurance as a means of pro- 
viding for their own future and for the fu- 
ture o those dependent upon them. 

The Business and Professional Women’s 
Club, we are informed, is a National move- 
ment and local clubs are being formed in 
cities throughout the country. This being 
the case, would it not be well for life insur- 
ance managers and salesmen to get in touch 
with these clubs in their respective cities, 
with a view to placing insurance among the 
members? These capable and experienced 
women, who are doing their full share of the 
world’s work and the world’s thinking, have 
responsibilities the same as men have, and 
they are well able to appreciate the value 
of life insurance to themselves and also 
well able to pay the premiums. This has 
already been recognized by the publication 
of a leaflet entitled “One Self-Supporting 
Woman and Her Life Insurance,” which is 
designed to give business women an idea 
of the utility of life insurance to them. 





Legislation in Mississippi 

Among the bills pending in the Missis- 
sippi Legislature, now in session, are: 

An agency qualification law. ; 

A bill prohibiting twisting and misrepre- 
sentation. ; 

A bill providing how mergers, consolida- 
tions and reinsurance agreements between 
fraternal societies in the State may be 
effected. : 

A reciprocal law, especially as regards 
agents. 








—The Franklin Life of Springfield, Ill. received - 


business aggregating $4,792,327 in January, 1920, and 
issued policies amounting to $4,018,471, making last 
month the biggest in the company’s history, with an 
increase of eighty-nine per cent over the same month 


last year. 
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WANTED 


to get in touch with Life 
Insurance «Agents and 
General Agentsfor State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 
Home Offices 


10-South La Salle Street 
CHICAGO, ILL. 











Home Life’s Honor Roll Agents Meet 

At the meeting of the honor roll agents of 
the Home Life of New York, held at the Hotel 
Pennsylvania in New York on February to-11, 
a programme at once entertaining, varied and 
instructive was given. The spirit which charac- 
terized all the proceedings was one of marked 
enthusiasm — entirely justified by the extra- 
ordinary achievements of the agency force last 
year and by the bright prospects of even 
greater accomplishments in 1920. On Tuesday 
morning a reception was given to the executive 
officers of the company, and in the afternoon a 
series of life insurance salesmanship drama- 
tizations were staged. These were wholly im- 
promptu, but the effectiveness of the manner in 
which they were presented rendered conclusive 
proof of the high caliber of the Home Life 
agent. In the evening a very enjoyable theater 
party was held at the Hippodroms. 

Wednesday was devoted to a general discus- 
sion of sales plans and demonstrations of sell- 
ing methods, illustrated by charts. Vice-Presi- 
dent George W. Murray, superintendent of 
agents, presided over the meetings in his char- 
acteristic able manner. 


Calls It a “Good Start’’ 

John I. D. Bristol, manager of the New 
York general agency of the Northwestern 
Mutual Life, accounted for $3,407,500 in 
new paid-for insurance in January. Mr. 
Bristol nonchalantly characterizes this 
achievement as merely a “good start,” and 
indicates that he expects to make a more 
notable record in the coming months. 





Standard Life Buys Building 

The Standard Life Insurance Company of 
Decatur, Ill., has bought the building here- 
tofore known as the Powers Building at 
South Water and East Main streets, De- 
catur, and will change the name of the build- 
ing to the Standard Life Building. It is be- 
lieved that the price paid is between $600,000 
and $700,000, although it is estimated that 
the building could not be replaced for less 








Auto and Marine Insurance 


than $800,000. The company will occupy 
the sixth floor of the building, which is a 
six-story modern fireproof structure, as soon 
as the present tenants have found new loca- 
tions, probably about June. 

It is understood that the Standard Life 
intends to erect, in the near future, a family 
hotel, a furnished apartment house and an 
eight- or ten-story fireproof business build- 
ing. 

J. R. Paisley is president and W. K. Whit- 
field is secretary of the Standard Life, which 
is giving good evidence of a progressive, 
guiding spirit and an intention to advance 
the company along safe and successful lines. 





Coming Sales Conference in Kansas City 

A sales conference is to be held in Kansas 
City, Mo., under the auspices oft he*Kansas 
City Life Underwriters Association, and 
under the personal direction of Winslow 
Russell of Hartford, on March 3. 

The programme has not yet been fully 
worked out, but Mr. Russell has accepted the 
invitation to participate, and arrangements 
have been made to have Governor Henry 
J. Allen deliver a brief address. Another 
speaker will be Rev. Stewart Edmonson, 
who has gained a reputation for speaking 
convincingly upon the subject of life insur- 
ance. It is hoped that all licensed agents in 
Kansas and Missouri will attend the con- 
ference. 











TWENTY-FOURTH 
ANNUAL STATEMENT 


The Greatest Year in the History of 
the Company 





Insurance paid for and 


revived during 1919... $28,431,949.00 

Increase over 1918.... 10,612,474.00 
Insurance inforce...... 84,819,610.00 | 

Increase............- 20,951,895.00 
Total Income... .....: 3,574,134.70 

COC rc nn re 1,142,591.06 
Reserve Value of Policies 7,005,024.68 

iuintedase.. odio e er 1,275,357.28 
Admitted Assets....... 7,982,899.08 

TRETOAGE 2. 6s us Sob eee 1,161,849.52 
Total amount paid to 

policyholders and ben- 

eficiaries since organ- 

MANNIE aos cce ered os 6 3,983,042. 72 
Amount deposited with 

the State of Iowa for 

the security of all pol- 

icyholders......... 7,208,254.92 


ASSURANGE SOCIETY. 
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AUTOMOBILE AND 
MARINE INSURANCE 


CHANGES IN MARINE FIELD 
Wade Robinson Becomes President of Ma- 


rine and Automobile Company 

Wade Robinson, for the past three years 
marine underwriter for the American Mer- 
chants Marine Insurance Company, severed 
his relations with that house on February 
I, and has become associated with Smyth, 
Sanford & Gerard, Inc. The latter firm 
has incorporated its marine and automobile 
departments and under the firm name of 
Robinson, Sanford & Stoney, Inc., with Mr. 
Robinson as president; G. Foster Sanford 
and John M. Stoney, vice-presidents; 
Charles S. Forbes, secretary-treasurer. Wade 
Robinson will become vice-president and 
director of Smyth, Sanford & Gerard on 
March 1. Mr. Robinson still retains a 
directorship with the American Merchant 
Marine. 

Norman Shepherd Adams has succeeded 
Wade Robinson as marine underwriter for 
the American Merchant Marine Insurance 
Company. Mr. Adams is an experienced 
marine underwriter, having formerly been 
with Appleton & Cox for twenty years, 
three years with the British and Foreign, 
and for the past three years with the Amer- 
ican Merchant Marine as assistant to Mr 
Robinson. 








Floating Mines Still Being Discovered in 
North Sea and Elsewhere 
Marine underwriters continue to be con- 
fronted with losses coming under the head 
of war risks; and while there have been 
but few of these disasters during the past 
two months, floating mines are occasionally 
found in the North Sea and hydrographic 
reports tell of their being discovered in 
other waters. Marine companies have not 
thought of omitting the war risk clause from 
their policies issued on cargoes consigned 
to North Sea ports. William H. McGee & 
Company have issued the following schedule 
of rates to principal reports, which will con- 
tinue in force until further notice: 


Trashed Tein sic os 5 snk 975,83 oasis sielersscts 5c 
Antwerp and Rotterdam. . .0.5.. 0.60% cscs 1% 
Hamburg and Bremen... ..0..2 600 scccecseesss Y% 
Europe between Brest and Gibraltar.......... he 
Mediterranean, not east of Sicily........... 5e 
Mediterranean—Adriatic ports ............. 1/10% 
EE eee TO RETA eran ee IE 1/10% 
Black Sea ports and Constantinople.......... %% 
BEND ines tas colon er eunis wen eee ara 5 wen ed pe arsiare bake 14% 
Denmark and Sweden, not beyond Malmo.... 14% 


Baltic ports, not beyond Stockholm (excluding 


MOR MIIATIN i siniciaectes Bai oleic scecw sil « mealbore erarelsiela 34% 
haltic ports other that above. «66. ees io sie % 
PADS CEE ot (ERMURe eA oA abet atactae er ae a ae RN Se UN 
ROAR TE RENEE sooo a7 cig ve SPs Mahle a alg eo Ra See 1/20% 
China, Japan, Australia, east of Good Hope 

generally: 

Nae otter CRINeCE) oats aussie wesste eto eats ares 1/20% 

CT We GR a tis tees a re 1/10% 

Via Cape of Good Hope (direct).......... 1/20% 

Via Cape of Good Hope and U. K......... 1/10% 

Via Panama Canal and Pacific Coast...... 1/20% 
United States to United States.............. 1/20% 


West Indies and South America............. 1/20% 
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MARINE BUSINESS OF 1918 





Premiums Aggregated $151,597,540, and 
Losses Paid Were $83,642,287 


RISKS IN FORCE, $5,161,603,476 





Ratio of Marine Losses Paid was 55.2 Per Cent — 
Premiums Increased but 2.3 Per Cent 
Over Previous Year 

The record of 170 companies which wrote 
more or less marine and inland navigation 
insurance in 1918 is presented in the ac 
companying table. This table embraces not 
only the purely marine companies, but the 
lire companies which write marine and in- 
land risks. 

The net marine premiums _ written 
amounted to $151,597,540, excluding the 
business of the United States War Risk 
Insurance Bureau, of which the premium 
receipts amounted to nearly $5,000,000 dur- 
ing the year. Owing to the fact that the 
various State insurance reports do not pre- 
sent the marine losses incurred of fire com- 
panies writing marine business, it has been 
necessary, in this table, to deal with the 
losses paid, in order that all companies may 
be upon the same basis of comparison. The 
marine losses paid aggregated $83,642,287, 
giving a loss ratio on the marine business 
of 55.2 per cent, whereas the ratio of losses 
paid to premiums of the entire business of 
the companies tabulated, many of which 








“All kinds of Insurance 
on Automobiles” 


FIRE THEFT 
COLLISION LIABILITY 
PROPERTY DAMAGE 


AUTOMOBILE INSURANCE EXCLUSIVELY 


American Automobile 
Insurance Company 


Pierce Building, ST. LOUIS, MO. 


LAWRENCE B. PIERCE, Chairman of Board 
CHAS. W. DISBROW, President 
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Unearned 
Net Net Net Premium 
Marine Marire Marine Reserve 
NAME AND LOCATION OF COMPANY. Premiums Losses Risks on Marine 
Written. Paid. ) in Force Risks 
| Dec. 31, 1918. | Dec. 31, 1918. 
- a | $ $ | $ 
Piette WENN 6 oro ene <u wives wick wenn naka 6,271,893 | 2,232,747 92,307,166 974,969 | 
AmriCGICUVGh, WERCCTUOWE «oc oc ioc eee cewce eee 683,609 366.774 14,787,300 159,982 
Ase III oie 5c oo ek cnets Savas ew coces 695,430 459,900 16,569,924 153,365 
AURA EOE A 9.4 ors o/s. sion ob orale hE See Ak 1,071,888 951,400 35,487,785 211,976 | 
American, Newark..............0...ccccseeeeeveceey 65,064 333,204 24,187,723 321,809 “| 
American: Alliance, New York:...........2c00cccaseus 5,933 166 145,995 2,191 
American: Central, St. Lovie... os... cccacsccceedes 212,262 124,643 14,023,925 108,428 
AMERICAN BORIC, NOW VOM enc <2 nce c cece ccenccves 486,932 170,643 17,291,498 190,241 
American Equitable Assur., New York................ 514,905 101,611 6,577,757 88,408 
American Merchant Marine, INGW WOME 6. csccce seesicr es 871,258 472,384 110,916,395 1,104,726 
American Steamship Owners, New York.............. 583,570 TAPE, “ce cxe gee | Rvotakece. 
American & Foreign Marine, New York.............. 876,855 167,986 66,267,313 99,568 
Assurance of America, New York.................--- 102,945 47,553 4,126,494 51,570 
Assurance Underwriters, New York.................- 148,464 42,117 2,788,777 41,089 
Atlantic Mutual, New YOu... ccccccccccesccansee-s 4,927,955 1 919, 054 52,043,655 914,521 
Atlas Bentrance; Eanes oes so ccc ce ckcccececaccasec 70,101 36,059 3,194,423 33,487 
MAGEE PIU 6 oe occas ccie eea ookiehs ceeedvereas 36,655 2,807 4,148,163 18,328° 
PUG OR ETE PINMEIONG Re goo ices c ccinle chicks MiRGwaess 3,895,012 1,880,149 173,032,787 1,182,078 
WRU NO oo oes a5, Si eciec ae eee dene nwa 3,357,669 1,896,023 62,790,979 1,029,050 
Deidishs AMMUCON; SOROMED: 005. keto cvnevesccsesse | 53,610 53,779 1,457,388 20,906 
British & Foreign, Liverpool...................0000- 2,005,381 827,610 31,687,379 207,211 
Buckeye National, FOGG... <<... ccsccccssceces 100,849 44,377 812,965 peeaees 
Caledonint, Pamoareh. 0. <¢.2 6 cece cece dccncweees 459,373 211,443 11,414,685 246,299 
CalMoenie., SOM PYAMCMEO. .... 2... ccc cece ccccenecse> 239,498 97,132 6,739,013 105,242 
CAMMBISCOMOON o55 cacy cs cess acounnnedesciveanes dts | 332, 412 275,615 16,246,059 59,170 
Cantar trote Manes. < cccucsdic ale meade oneeeuees es 2,342,864 pF a, oan 571,134 
Central States, Wictii® c. oc cc clice nce ccwcerewces 7,408 6,835 CT eee 
Century, Edinburgh............ aiieranatad: ne eee ete 10,020 709 1,454,709 4,849 
Gitiaetise Nes EAU. oc eS acosv nneinedeke eeeeuenes 84,729 41,516 25,513 191 
CIE NCW MORE ies hk Sitinbnoniceel beh une edens ees | 57,908 | eee 11,750 
Colonial Assurance, New York................... oP 92,787 51,587 3,503,956 46,570 
Colurabat Verse Ce. 26. oc ccs feces tae 573,580 263,527 27,258,216 ene 
Columbian, Indianapolis. MeN sree ee fis ee eral 71,420 C7 | See 5 
Columbian National, NNR 8g tot 52) ant Sone Oana 5,053 er (Re Ree Cee Le are ees 
Commercial Union, COS ea Seen le oe | 1,834,064 723,233 122,953,898 47 8,949 
Commercial Union, New York...................0. | 114,872 51,617 3,969,742 53,751 
Commonwealth, NCW ZOEK... cc. c66 sc ccactguseseneees 420,915 345,335 15,152,350 201,195 
Commowwenith: TAMAS... << 605000cewes 36,655 2,978 4,148,163 18,328 
CONCOREIR, BET WAUNOO... oc c.0 cece cccevneses 76,811 6,989 1,201,324 14,883 
Connecticut Fire, Hartford................. 919,662 456,899 25,915,331 | 323,729 
Continental NOW VOR... eco se ce ccasedicwsas 1,722,164 865,790 60,228,718 620,801 
Detroit Fy. 6: I, BGO... ccc ccc ccctescveees 9,444 77 eee oastes era Sag 
Diinte, Gree menan. os << ¢.s6iccoccs vse 50s aoe Lee a 88, 681 15, 220 1,620,539 28,200 
Equitable F. & M., Providence. . ena n ete | 252,423 149,362 3,576,949 56,281 
Equitable Underw riters, Mew Works. - occ: ccsshecece: | 404,721 102,780 4,820,066 47,461 
Factors and bay NMG Nat no Don ee ee OER 3,042 60 c754,575 gee 
EUENAR INTRONS ONERE ln oci cs dita Sawa ween oe oa 3,938,956 2,297,927 518,043,105 1,058,184 
Federal Union, Ae afer eek eres Date eas Sis OM 47,009 37,205 1,027,489 16,421 
Fidelity-Phenix, New York ee aM Rent ay ah 1,609,923 815,715 58,384,540 620,349 
Fire Association, PRUIGGGIDIIG... 06066 csp eceerdcs cess 497,918 116,006 11,327,967 80,747 
MNO MM So i ole ear gee ea reed ees 633,483 144,407 12,102,066 210,340 
Firemans F ME, CO PYBNOINEG... . 0c. sick cece 6,736,041 5,249,999 202,787,766 2,155,615 
Firemen & Mechanics, Indianapolis............. 57,434 12,148 ; : agus 
Lo a” eerie Te nee 81,487 52,157 661,521 15,976 
Franklin, Uy ene ee eer ee ra | 402,383 175,352 9,084,693 130,411 
Girard F. & M., Philadelphia. ......... oy | RC ee) MEE rey res er Meee an 
Glens Falls, Glens Falls.......... eee ee ee 773,557 531,405 30,934,086 281,489 
Globe & Rutgers, New York.. - 7,734,664 4,468,729 165,788,790 2,327,220 
Globe National, Sioux City.................--. AC | icone 137,799 1,880 
Great American, INCOR WOMB cerok ccc care mnnecnuvaens 1,283,623 513,915 33,265,430 375,948 
Guardian, Salt Lake City. EEN RRA I ey 40,946 Cg) errs Sega 
Hanover, "New RIB heer rely euaidave oer d cee 529,028 344,247 21,446,505 200,140 
Hartford, UMN MAD ged goers 6 cores tw oe ernero wees : 3,093,104 1,505,912 65,411,988 678,883 
Home, New WORD c ocsces. Hr eee ‘ 3,042,402 1,505,425 76,428,734 1,167,766 
REP ROMINEN Se Ace ooo.) face onen cere aems | 29,096 FAR sctxcucee | deeestous 
Home F. & M., San Francisco... .......0-e.-00000- .| 521,879 126,688 12,798,339 144,786 
Importers & E xporters, New Voth. cc. ck. ess 2,368,834 641,084 23,021,930 390,057 
UNCBINHIEV, BOMMON. . os no ccs bce a cow vcore ss — 591,776 73,332,788 187,092 
Independence, Swe SE Re EPS Pea 3 92,163 406 
Insurance Co. of N. ., Philadelphia. Mie ce cauee eeluen j 9,079, 009 5,746,665 207,428, 028 1,279,889 
Insurance Co., State of Pa., Philadelphia. : 362,723 298,903 9,412,807 181,591 
International, "Dallas SAR Geert re eanenn Merc 71,177 12,087 7,764,127 ; 
Jefferson, Philadelphia Prete se uaer ear wean wa ad 411,096 299,039 29,738,189 277,621 
Liberty Marine, PEE RE oe So's os 00s areas | 511,000 183,976 29,738,180 284,662 
Liverpool & London & Globe, Liverpool... .......066.- 1,281,219 583,602 43 "331,234 | 463,795 
Mondon. Wangan. 4-4-0 oom naase nih ous desearnios 1,459,595 1,256,469 43,921,314 | 249,889 
London’ & Lancashire Fire, London................. 549,916 246,300 32,899,099 236,481 
Marites EOUdOne.. = vidoes sas cce es 2,076,126 1,558,436 502,276,290 | 402,367 
Maritime, BAVGRPOO:...c. cs occ ee Nee Eee tera 242,939 15,526 4,818,220 | 47,091 
Massachusetts F. Oe a OGLORE oc cin eves combecieees 658,230 480,341 19,565,107 | 252,359 
Mechanics, Philadelphia,...............0.ceeceeeeees | 8,625 biaeatias aerate at 
Mercantile, GUTMANN cam. nko Maven Soe Se aardeerak 370,885 265, 833 35, 176,344 182,770 
Merchants, Bangor. ...<o..css0s0:ecesececeecesvs 274,312 166,820 2 239,426 ween. 
Merchants, INOG MONEE ees Na oa ede 205,412 97,897 | 3,613,533 46,289 
Michigan Commercial, MVM Sac ccd caine clare ere honest 127,902 87,377 622,828 14,922 | 
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EXPERIENCE OF COMPANIES WRITING MARINE INSURANCE IN 1918 (Continued) a 
Cc 
| Nl 
| | Unearned Ratio Ratio of | | | RATIO oF INCREASE P 
Net | Net Net | Premium Losses Marine | Ratio of | Ratio of | or (—) DECREASE p 
Marine Marine Marine Reserve Paid Losses Marine Marine | IN MARINE PREMIvMs. 
NAME AND LOCATION OF COMPANY. Premiums Losses Risks on Marine | toPrems.| Paidto | Premiums! Reserve | t] 
| Written, | Paid. in Force Risks (Entire Marine to All | to Total | e 
Dec. 31, 1918. | Dec. 31, 1918. | Business.) | Premiums. | Premiums. | Reserve. 1918 | 1917 
| | | Over 1917.| Over 1916. 
| $ $ $ $ % | % % | & | % % tl 
DRSETS DIRTRODAL NOMIONID 5.6 oe sine 5 0's .5 01091652440 a0 . 72,566 26,232 re) ee) 42.3 36 1 Ste Salase | * | * . 
Milwaukee Mechanics, I a ios oiae 5 seepage ess | 164,715 76,610 4,496,890 59,325 43.0 46.5 5.5 1.9 195.4 | 114.4 
Mutual Fire, Marine & Inland, Philadelphia Bd csieia ab ca eo, es Cl ee BE ee ° Setrncenle § Seiceece ei be sashes —13.4 CI 
EY OS ee en eee re 4 898,982 238, 717 15,074,453 166, 234 32.2 26.5 30.4 1.4 424.9 25 
Oe Re ree rere rcs j 1,312,048 545, 998 57,408,704 483,340 47.7 41.6 10.0 4.0 147.6 505.8 al 
National-Ben Franklin, ene aibciniwesins end | 293,952 211,640 10,239,779 150,085 43.3 72.0 11.7 6.5 —16.9 60.8 I¢ 
National F. & M., Elizabeth. ............cs.cseesess- 577,373 480,570 ES 2 ere 70.3 83.2 ee ee —22.2 80.2 ce 
National Liberty, CE 850,536 624,357 46,235,175 417,775 48.1 73.4 16.2 8.4 9.3 546.4 
ES Cs ee ree 369,601 225,656 7,240,548 62,166 60.5 61.0 113 2.4 —28.6 3c tl 
New York F. & M. Underwriters............-.s0008-- 11,921 77,238 46,013 636 874.0 648.0 65.7 9.6 —89.3 18.0 a 
New York National, Buffalo...............eeeeeeeee: 144,507 BREAN  -stekoemstle . abebeicus 64.8 68.1 BOS. suas 258.4 * cz 
POTS IPMIONEE, 55k ases ois kos s+ 45.0 dSiueeb@nnews ss 275,982 112,984 9,967,746 92,833 47.0 40.9 14 8 65 55.3 —36.6 
New Brunswick, New Brunswick................---.- 565,556 324,287 10,885,610 118,077 47.1 57.3 31.0 9.6 38.2 147.6 m 
New Hampshire, Manchester..............-+++----5- 204,479 39,974 4,112,666 70,530 44.6 19.5 5 1 19 113.0 " 
NOG Perey; THO WIEE, 6.60.0: 0.0/66: 6:50. 0in eis: 8i0 0s v0. 0i9'6's:s.050:052 563, ‘041 300,239 10,135,416 112,152 47.3 53.3 35.9 11.9 33.2 161.0 th 
New Zealand, Auckland............0eeeeeeeeeeeees 23,858 AUIO0N crcscasecdl xcteseetcivs 27.0 46.6 77 eee 287 149 5 ig 
Niagara, New ee rere ere ee 793,599 476,234 23,409,785 321,394 46.3 60.0 12 3 6 2 37.2 159.2 lo 
Nordske Lloyd, NE OS SS errr ree | 3,609,096 2,639,791 42,562,441 497.055 61.9 73.1 52 5 19 0 —29 4 275.0 
North Atlantst, New VOrk. <0 0.0000 scsesescerees ae | 511,000 183,976 29,738,181 284,662 36.0 36 0 100 0 100 0 385.1 34 sn 
Dae ths SIA ING 0 55 5 cnn os 8:9 sew eewe nwa sence 376,434 67,724 4,410,065 53,942 44.5 18.0 31.7 9.7 ” ¥s ce 
North British & Mercantile, London...............-- 431,250 397,277 16,219,862 205,955 50.3 92.1 6 4 35 —17.2 108.2 
A SNS SSS eee rere ra 233,245 103,582 17,466,208 41,933 44.4 44.4 100 0 100 0 4.4 63.1 
Duties PRAUEE SOW WHER. 66:5 55 isu: 3)0 60.0:0'ss siasereinac-as : 455,969 134,545 7,363,595 64,522 39.4 29.5 11.8 2.41 13,350.4 —98.1 
Northern Assurance, ee a ee eee ee ee 205,472 92,181 8,295,818 100,399 47.5 44.9 42 2.4 98.6 = H 
Northwestern National, Milwaukee...............--- 682, 933 354,964 18, 770, 399 289,843 41.6 52.0 16.7 6.8 72.4 138.6 
Norwegian Assurance, Christiania. ..............+.. 2,802,467 1,560,141 43,764,925 343,051 45.8 55.7 63.1 27:0 84.0 - 
Norwegian Atlas, Christiania..................6-- bcasll ch 4,207,674 57,242 eee | Me Er se 100.0 100.0 - 
Norwegian Underwriters New York. se esscs Cosy Al 256,931 308,126 2,557,628 41,815 164.9 120.0 76 8 100 0 —56.7 206.7 
Norwich Union Fire, Norwich....... ‘ : 925,557 301,267 55,330,658 202,952 43.8 32.5 26.0 8.4 505.4 —19.8 of 
Ocean Marine, London............... | 484,883 304,541 10, 450, 386 59,733 62.8 62.8 100.0 100 0 —31.7 25.1 F 
+ ¢ 
Ohio Valley F. & M., Paducah..........0.ssceeeeees 2,308 1,590 20,599 547 51.2 68.9 1.5 6 . by de 
Old Colony, Boston........ Specs | 573,014 269,358 8,571,193 143,818 45.3 47.0 38.1 15 6 4.8 61.0 
Orient, Hartford. .... er 399,350 183,880 26; 938, 193 186,472 43.7 46.1 17.3 87 —2.7 70.6 as 
Palatine, BOBS cnsitai ek eeae ess tsenda soetbeae es | 193,405 75,319 5,692,316 83,647 47.5 38.9 7.5 3.6 - i 
PR les TO MNOR 5:9 sinorec owas SGislewmieneneoeweae-bs | 30,997 AGHey |) <aSasese |)  AsGencehn 19.3 54.0 Cy Ce —67.3 | 273.1 pl 
PARIS APIS soon eAGinesawedsee* seaaassuae es 160,307 31,919 3,745,783 76,683 28.8 19.9 41.3 38.0 _ - Ic 
Pennsylvania, Philadelphia. ................00.00 05. 181,109 93,358 8,355,946 90,554 55.1 51.5 4.2 ‘7 * . th 
Peoples National, eS ee ar: 86,096 18,221 1,345,737 8,654 39.3 21.2 8.5 1.2 297.7 . 
Phoenix, Wi piatonl oe Gee ecw de wiiah sudo ; 1,260,615 - 700,759 29, 330, 635 413,613 42.6 55.6 13.6 5.4 —1.2 297.8 ha 
PRES BNO oa 86 0 oo 566 55 .6'5'5 08s isn 09 89S Ss | 369,922 164,610 16, 496, 940 151,853 47.3 44.5 10.2 5.3 15.7 —16.1 of 
Pier IN Ss 6552 ibs ta was enw sacewweesars 24,157 1,049 UE re : 14.5 4.3 ye | tee 2 zs 
Oe ODD 65265 5 wee GCS lowre eases SuGS | one) be Coke ee 17,375 160 CCG il I Sone | UReesttrerse ot = 
Providence-W. am, en 2,326,704 1,762,266 39,815,443 469,926 59.9 75.8 38.3 14.7 —6.8 26.3 
ae CSO ne arr Rar 1,863,638 804,349 110,047,457 569,891 43.9 43.2 22.9 9.2 —16.9 58.6 
Queensland, sw RRs cccsbrcusuneniiwoses'nc 86,557 4,290 157,129 4,086 4.9 4.9 100.0 100.0 * = 
eee A POI Sis ook As cece sb bwibsunwiapialseioate | 354,205 235,647 9,921,135 50,865 66.5 66.5 100.0 100.0 —42.8 30.5 
OR SS Ras ere cre arene Tyran 4,330,687 2,767,782 38,363,836 505,944 56.0 63.9 32.3 8.0 —5.6 | 46.2 
Royal, Liverpool VILE ERED Setar Ore a eee 2,636,210 1,218,321 84,645,612 785,257 46.7 46.2 21.7 7.6 41.4 | —20 6 
Royal’ Exchange, London... ree eee 1,043,275 577,911 29,164,062 255,140 52.4 55.4 32.4 11.8 8.1 | 19.4 
SRE NON, WAM 6.5 is:a:s pew c0.50:0'0ie Seiwa Sawa wine | 44,967 11,992 2,716,581 22,306 29.8 26.7 17.4 10.1 122.4 318.1 
Scandinavian American, Christiania. . Sumac 2,703,571 994,545 56,961,960 587,424 36.8 36.8 100.0 100.0 151.2 5,399.5 
Scottish Union & National, Edinburgh. . Bl sap dh soul da te cere 357,514 92, 449 23,045,299 166,628 42.2 25.9 9.6 4.9 103.8 122.0 
ee ION cc cree cs wane ueak ee semcuslwapeas 1,967,291 1,484, 936 65,887,323 372,028 75.5 75.5 100.0 100.0 —31.7 50.3 
Second eeu MURANO oi cob vio sac dreiece aise ; 1,618,096 713, "501 17,531,766 282,025 51.2 44.1 52.9 22.0 49.4 | 12,367.9 
Security, New PSP tocnrcrodnk cinicawinnwaue tenes | 87,417 18,641 692,959 10,420 42.7 21.3 2.0 3 5 . 
Skandinavia Ins., Copenhagen. .................00--5! 393,670 240,786 1,969,517 30,140 31.1 61.2 8.0 9 63.2 AE 
ee GS TS ee TCC Sree a 122,412 WED koa © scahigieGineats 32.1 43.3 es Oy | re —37.5 bi 
Springfield F. & M., Springfield........------...... 326,109 34,107 36,956,646 147,214 44.3 10.4 3.6 i.8 88.6! 4,673.5 
A ER OS OS eee 3,092,696 2,819,269 83,722,682 756,985 61.0 91.2 29.5 11.2 —21.2 | 21.5 
Standard, ft heatlery ORME ae ies Pasta caceen | 1,712,243 1,295,690 | —112°992384 328,942 75.6 75.6 100.0 100.0 ~8.1 —7.5 
Star, New York....... pee aa thd 5 lass wet anernveratasieieee rane 57,311 19,039 1,744,582 20,639 37.8 33.2 9.0 3.8 29.2 77.6 
Ren Nine MADER ANE RIDNONER 5 5 oso ps0 3 018 6.88 o eres pivins-9'3 in hin-eees —357 10,371 85,841 706 BBee | ete sisann AE cgisteels 63 0 
SURE WAN, DEODUR 6 in cc6 su ssiscends Sowiesesveeeuiss | BEBO so siacctoe se cena caeitemreee Vl ree Ok | Sees —2.8 63 6 
Stuyvesant, PT ER ccc shes ragdws secunceeupas’s —3,030 95, AGA). ete | hiciees i) ee ner mr mine:: cum et —65.8 
Su, DAGON . .....5:s:0:0.5.0:6:0:010:0:0'0)9:556 6:6:0:9)018:0.0:0.0 018 660:8)010.6 | 757,527 264,248 19,277,012 398,781 45.8 34.9 18.9 10.5 is > 
Saaperior Fire; PHABIUEAR 5... < <.<:5.0's o:0'0:05s 6 00s e'ein oie oid 55,945 1,561 733,480 10,660 38.7 2.8 4.4 8 . " 
Switzerland General, Zurich. ,.........00-eee000-> 755,795 271,304 3,822,121 45,246 35.9 35.9 100.0 100.0 —8.4 6.9 
Thames & Mersey, Liverpool bd a eure EGORin Silvers 2 . 1,178,522 686,839 125,159,188 287,870 58.3 58.3 100.0 100.0 —14.3 13.1 
Ne poaapnidniasias 1,109,011 801,628 21,048,229 170,644 45.1 72.3 56.2 26.2 5.7 51.3 
Transportation, TTT £1 cS | EMME dice crsjecn's MERC) carcrarstold| setae). 0 “Gerevenioe he Aenea ote ‘ 
NON, BANGOR... oo oo. ose se vsieciss oesiaeesoeaiees | 174,726 110,628 1,662,818 52,288 63.3 63.3 100.0 100.0 5.7 32.4 
bo yc sccsnioanesinacvade sank: 797,248 529,178 | 122;208/377 190,782 66.4 66.4 100.0 1000} —24.2| —13./ 
Union, Hong Kong..............scs..ssscceees. 1,233,217 419,168 15,548,821 317/519 28.7 34.0 83.0 62.4 888.6; * 
Union Assurance, London................0s000eeee- 73,184 51,617 2,259,671 34,416 38.0 70.5 6.6 3.5 4 | “ 
Union Hispano Americana de Seguros, Havana......... | 566,169 200° 215 10,174,513 103,720 24.1 37.0 63.9 30.2 581.0 . 
CT We CO os 5b 55 ooo Sides sstainienceebinsen | 719,620 257,558 18,852,202 165,856 27.2 35.8 73.2 46.6 . % 
United Mutual, MRI 2 Nace accauoans ey suahee ens | 9,358 1,213 S00 S0R | kisser ce 34.2 12.9 vit ci * j ° 
ele MR TE Riess c apna vcvcnsecinesesees: 548,228 292/661 11,340,115 94,859 43.3 53.4 10.3 2.2| —32.6} 203.0 
United States Mdoyds New Wotk....c<.00c000sss0005- | 3,637,224 2,471,032 97,333,694 837,768 67.9 67.9 100.0 100.0 4.8 | 19.8 
Vulcan Fire, San Francisco. .....ccceccscccscsescsers | 323,561 98,158 5,401,754 63,795 $3.7 30.3 49.7 29.5 * * 
Washiagton Marine, New York............-..00e000: Sk 7, ee 4,586,728 Co Ae ee 100.0 100.0 * | i 
Westchester Fire, New York.........00c.000ceeeeeees 586,436 395,551 14/328,149 171097 48.9 | 67.4 8. 3. 3.4 346.8 
[Seg A Galati ee EES A ROE 1,148,053 839,534 43,160,057 243,711 59.8 | 73.1 38.0 13.6| 39.7 78.9 
le SIRs castivnrerqerersiasvosescesee 887.815 651,732 13,925,290 158,224 73,4 73.4| 100.0; 100.0) —32.6 92.6 
N GERGNIEE: BUGIS oes scintas en anewsiweainwad osmesat | 127,881 29,729 | 4229/3511 61,285 421 23 2 10.0 7.0 263.5 . 
Pidialsckictesa unig htakhiccieakbisneereedoienees $151,597,540 | $83,642,287 | 5,161,603,476 38,201,966 46.4 55.2 26.7 9.3 2.3 61.3 


| | | “a _| 
No marine business written in previous years. + Excluding business of U. S. War Risk Ins. Bureau; premiums (April 27, 1918 to January 18, 1919), $1,681,584; losses, $4,894,584; loss 
ratio, 104.5 per cent. c Net risks written. 
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also transacted fire insurance, was 46.4 per 
cent. The marine business represented 26.7 
per cent of the entire business of the com- 
panies tabulated, and the marine reserve at 
the end of the year was 9.3 per cent of the 
entire premium reserve. 

An interesting feature is the disparity in 
the proportions of increase of marine busi- 
ness in the years 1918 and 1917. The in- 
crease in premiums of 1918 over 1917 was 
about 2.3 per cent, whereas the increase in 
1917 over 1916 was 61.3 per cent. In this 
connection it should be borne in mind that 
the United States entered the war in 1917, 
and that the marine war risks naturally 
caused a great advance in the marine pre- 
miums of tht year. As is to be expected, 
there is a considerable dissimilarity in the 
experiences of the individual companies, 
loss ratios of marine business ranging from 
small percentages up to more than 100 per 
cent. 





H. K. Fowler Honorary Member of National 
Marine Board 


After the meeting of the National Board 
of Marine Underwriters at which H. K. 
Fowler tendered his resignation as presi- 
dent, the board changed its constitution so 
as to legally retain ex-presidents and vice- 
presidents as honorary members, and Mr 
l‘owler was made an honorary member of 
the National Board. The retiring president 
has been a member of the National Boare 
of Marine Underwriters for twenty years. 







ered by one of our “‘Safe Policies.’’ 





17 South William St., 


THE RISKS of COMMERCE 


fire on land or sea---loss or damage to ship or car- 
go--collision, fire, theft, or property damage to 
motor car or other vehicle---all are adequately cov- 


A compact well-knit organization of specialists who 
have devoted their business lives to insurance, offers 
its co-operation to brokers and agents. 


The IMPORTERS 
and EXPORTERS 
INSURANCE COMPANY 


New York 


SURPLUS TO POLICYHOLDERS, $1,404,261.74 


THE 


Some time ago he retired from the manage- 
ment of several marine companies, includ- 
ing the Thames and Mersey. 





American Marine Underwriters’ Meetings 

On Monday evening last, a number o: 
prominent officials of American companies 
interested in marine insurance met at the 
Union Club, New York, and discussed cer- 
tain aspects of the business. The general 
purposes is to form an organization of such 
companies to furnish sufficient facilities for 
the coverages of American companies of hull 
and cargo risks of American registry, en- 
rolment or ownership. Another meeting 
was called by Benjamin Rush, president of 
the Insurance Company of North America 
of Philadelphia, to convene yesterday in 
New York. 


Join Neil Pearce & Co. 

Neil Pearce & Co., marine insurance brokers, 
have made several additions to their staff. H. 
ii1utschler, for several years with Johnson & 
Higgins, Chicago, becomes manager of the 
Chicago branch office, and G. Wulfing, until 
recently with Johnson & Higgins, New York, 
becomes assistant at the Chicago branch office. 
A. W. Polhemus, formerly with Elliman Wild- 
man & Co., has joined the New York office. 


British Marine Underwriters Modify Rules 

The recent recommendations of a joint 
committee of British Marine Underwriters 
are receiving general approval among local 
underwriters. It is pro- 
posed that during the 
current year rates 
and valuations shall 
be not less than during 
the last year; and that 
when values are in- 
creased by more than 
twenty-five per cent, the 
premium charged in re- 
| spect of the excess of 












such twenty-five per cent 
should be one-third only 
of the annual rate on the 
steamer, with a min- 
imum of twenty per 
cent; all renewals, 
whether on boats or 
single steamers, to be 
for periods not longer 
than twelve months; 
that no concessions be 
made for altered condi- 
tions or warranties with- 
out reference to the joint 











Marine Automobile hull committee, and that 
in the case of steamers 
Fire Insurance transferred to ownership 


other than those estab- 
lished before the war, 
the rates and values be 
not less than the original 
amounts and subject to 
the existing terins of the 
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FIRE INSURANCE 


NEW YORK SURVEYS 

A General Insurance Law.—The way had 
been rather prepared, after several years of 
work, for having the District of Columbia 
adopt a code acceptable to nearly all parties 
interested in the insurance business. To 
the surprise of almost everybody, the matter 
is put off for the present, and when it will 
be revived nobody can tell, but it will not 
be at this session of Congress. It was a 
surprise to many in the District that the 
Insurance Commissioner took somewhat 
active grounds against adopting the code 
at this time. 








The Telephone as a Fire Alarm.—It takes 
loss of life in the United States, and possibly 
in other countries too, to bring about a re- 
form. Just now there is a wild outcry 
against the telephone because of the claim 
that a failure to secure the proper and im- 
mediate connection resulted in a loss of 
life in a recent fire. We must acknowledge 
that the telephone service, before being 
taken over by the Government, had reached 
such a high state of efficiency that we did 
not realize what a miracle it was. When, 
therefore, there is a fall-down, as there is 
now admittedly, in the service our judg- 
ment is all the more severe because we have 
in mind the high degree of excellence which 
had been attained by the service. Another 
point of view, however, ought to be taken 
of the stated failure, and that is, that one 
should never depend wholly upon a single 
type of device to perform a service. Under 
normal conditions a certain device when it 
has reached a certain stage of perfection 
may be depended upon, to an extent, but it 
will deceive you just often enough to make 
you remember that, after all, it is like human 
beings—it is not perfect! 


What They Call It.—In the elevator the 
other day someone said, “This is getting to 
be a Drug and Chemical Insurance Club.” 


Mutual Membership in Rating Organiza- 
tions.—The question of admitting to equal 
membership (which means voting member- 
ship) the mutual form of organization along 
with the stock form in the rating organiza- 
tions is one which has not been a pressing 
matter in regard to the fire insurance busi- 
ness, but it is now coming to the front. In 
New York State, at least, tentative steps 
have been taken by some of the mutuals to 
secure membership in one or two of the 
rating organizations, and the matter is 
under active consideration. The difficulty 
from the stock point of view arises from 
the fact that the mutuals numerically so far 
outnumber the stock companies that they 
might come to command a majority of the 
votes and be able to control the rating or- 
ganization. It is, after all, rather doubtful 
whether they would attempt to do so, but 
the power to do so would exist one they 
were admitted. At the same time the com- 
pensation business is conducted by the 
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participation of all the forms of carriers in 
making the and perhaps no great 
harm would be if the fire business 
were also handled in the It is 
one of those movements which should be 
met as fully as possible, so far as the stock 
companies are concerned. The February 
meeting of the Council of Rating Managers 
and Secretaries for the Eastern part of the 
country has been called for February 19 and 
20, at 84 William street, New York city. 


rates, 
done 
same way. 


The Conran Case.—This case, which ad- 
mittedly is of importance, has reached the 
stage where the Superintendent of Insur- 
ance, having been appealed to for a rehear- 
has declined to grant a rehearing, but 
affirms his original decision. 


ing, 


Increase in Brokerage.—A desire to in- 
crease one’s income is common to all forms 
of busines and the aspirations in this direc- 
of the broker conform to the 
normal human wish. It must be steadily 
pointed out, however, that everything is 
against such increase. The basic argument 
always applies against the middleman when 
he seeks a larger but there 
are specific reasons in addition to this which 
apply in the case of the broker. The enor- 
mous increase in the volume of business 
is the first reason. This enormous increase 
is reflected in a proportionately large in- 
the of the broker, and, 
while his expenses have gone up like every- 
body else’s, in all probability they have not 
gone beyond the proportionate increase in 
volume of business. 
the large number of opportunities which the 
broker now for earning 
compared with only five years ago, 
we should carry the comparison to ten or 
fifteen years it would be somewhat startling. 
This increase of opportunity 
the different branches which are recognized 
in the business to-day, 
steadily growing. 


tion only 


compensation, 


crease in income 


The second reason is 


has commissions 


comes from 


and this increase is 
Every automobile turned 
out of the shop means an increase in the 
broker’s earnings. 

Field Practice Committee._-A meeting of 
this committee has been called for March 2 
at 10 A. M., in New York city. 
portant matters are before the committee 
for consideration: First, preparation of 
report on chemical extinguishers, and sec- 
ond, 


Two im- 


the consideration of a revised edition 
of ““Field Practice.” 


CHICAGO AND THE WEST 


Niagara Fire in Farm Business.—The 
Niagara Fire has entered the farm business 
and has established a department in Chi- 
cago, with W. P. Sweazea, formerly its 
Minnesota State agent, in charge. The com- 
pany will the note plan through 
recording and sub-agents, and will operate 
only in the Western field for the present. 


write on 


Hail Experience Favorable. 
able hail insurance 


-The favor- 


experience of the past 
caused insurance 
take up the line. There is 


also a report from the farming districts that 


two seasons has many 


companies to 


and if 
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smaller acreage is planned for this year, be- 
cause of the difficulty in securing farm 
hands and in the belief that prices are go- 
ing to go down. With a decrease in the 
amount of premiums and a greater number 
of companies writing the line, a warm cam- 
paign is expected for this business. 

Chicago Water Supply Antiquated.—P. 5S. 
Combs, city Chicago, recom- 
mends that the entire water system of the 
city be remodeled at a cost of $61,000,000, 
the work to be accomplished by 1950. He 
says that the city water supply is many 
years behind the times, that insurance rates 
are, therefore, increased, that more than 
half of the cribs and pumping stations are 
in poor condition and that in many sections 
the water mains are totally inadequate. 


BOSTON AND VICINITY 


Winthrop M. Burgess Makes Change.— 
On March 1 QOBrion, Russell & Com- 
pany’s agency force will be strengthened 
by the addition of Winthrop M. 
for twenty years an employee of the old 
Mercantile Fire Company and of Simpson, 
Campbell and Company, its successor. He 
will become special agent for the St. Paul 
F. and M., Western 


engineer ol 


Burgess, 


Assurance and British- 


Thursday 


America under General Agent William T, 
Jordan. From t1go00 to 1910 he was in the 
Massachusetts field for the American Cen- 
tral and Mercantile and more recently has 
Maine, New Hampshire and Ver- 
mont for those companies and Detroit F. 
and M., Michigan F. and M., Maryland 
Casualty, Maryland Assurance and Mercan- 
tile Underwriters, all of which companies 
are represented in New England by Simp- 
son & Campbell. 


covered 


Insurance Commissioner’s Powers.—‘‘No 
legislation necesary” has been reported on 
four of Commissioner Hobbs’ recommenda- 
tions to extend the authority of the Insur- 
ance Department. One would have given 
the Commissioner power to summon wit- 
nesses, two would have imposed penalties 
for fraudulent statements in applications, 
and the fourth would have extended the 
law on punishment for negotiation of un- 
lawful contracts, 


To Represent E. K. Schultz & Company.- 

S. Hoffman & Company will represent 

I K. Schultz & Company. of Philadelphia, 

who have been appointed general agents 

of the Millers National for fire and auto- 
mobile insurance in New England. 
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(NATIONALUNION) 


rime Insurance Co. 
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"THE Americanization Movement of 
the National Board of Fire Under- 


writers is worthy of the utmost support. 


The NATIONAL UNION appeals 
to American Agents, including its own 
representatives, to volunteer their ser- 
vices and lend their influence in help- 
ing to stamp out the pernicious propa- 
ganda of the radical element. 
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In supporting the high principles of 
American Government and American 
institutions, every true citizen will do 
his duty, to the end that those wishing 
to harass business and impeach the good 
faith and. worthy purposes of honest, 
industrious and loyal Americans will 
find the soil utterly unsuited to the 
tares they seek to sow. 
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WHAT THE WAR TAUGHT 


Lesson Painted in Vivid Colors and 
Pushed Into the Limelight 


JGHN KHAKI AS A TYPE 


A Careless Chap Who Was Signa'ly Hono de, 
Bringing Out the Good That Was in Him 


John Khaki, as we'll call him, was a care- 
less chap. His father had given him a fair 
education, and after he graduated from high 
school he landed a job in a department 
store, where he sold neckties and got a 
taste for fancy clothing. He attended to 
his job as he did pretty nearly everything, 
except dancing, and in a rather happy-go- 
lucky manner. In his off hours from the 
store he danced a good deal, went to the 
movies a good deal, loafed more, and 
smoked one pasckage of cigarettes a day. In 
brief, he was like hundreds of thousands of 
other Johns, Dicks and Harrys. 

One day an industrial agent called on 
John and attempted to insure him. 

John laughed. “Why, man!” 
claimed. “After I’ve chucked Dad what he 
thinks I ought to give for my board, and 
paid car fare—and all the rest—there isn’t 
an Indian-headed copper left.” 

“But suppose anything should happen to 
you?” 

“Nothing is going to happen.” 

“But your mother and sisters—if anything 


he ex- 


should happen.” 

“As I said, nothing will happen. But if 
it did, isn’t Dad right on the job?” laughed 
John. 

“But suppose something should happen 
to Dad?” 

“Say, | don’t want any life insurance,” 
replied John. “And if [I did want it, | 
couldn’t cough up each week another dime— 
not another dime. That’s all there is to it.” 

The agent never did any business with 
John, who really felt that he had no re- 
sponsibility to his fol%s. 


Tuincs WERE DIFFERENT 

Three years passed and John, signally 
honored by Uncle Sam, had been selected 
to be one of the defenders of his country. 
At first he was inclined to feel rather re- 
bellious, but months in camp brought to the 
top the heap of good stuff that all American 
chaps have in them. And home again with 
his folks he met the agent again, who since 
the first turndown had several times at- 
tempted to write the careless one for a petty 


policy. The agent hardly knew this square- 
shouldered, firm-faced young soldier. 
“Things are a heap different with me,” 
said John. “Of course I’m insured in the 
Government. scheme, and [’m 
figuring just as close as I can how I can 


insurance 


increase my insurance.” 

John had taken the agent into his own 
little cubbyhole of a room, away from his 
mother and sisters. “You see,” he went 
on, “Dad’s working overtime in the factory 
—he’s working like a cart horse. I’m wor- 
ried about Dad. He isn’t over-strong, you 
know. And little Sal! She 
some trouble with her throat, and mother 
has to take her to a specialist. There’s the 
bill for that, you see. And so it goes. And 
a soldier never knows what may happen. 
I’ve got to think of that. If anything should 
happen to Dad and me, things might be 
pretty tough for mother and the girls. A 
soldier just has to think of his folks. So 
I’ve frozen fast to the good old policy. 1 
can see now it’s a mighty fine scheme, even 
under any circumstances. Good scheme? 
Glory If Uncle Sam hadn’t fixed up things 
for me: T don’t see how I’d get a mite of 
sleep.” 


there’s has 


GOVERNMENT ENporRSED 


One of the extraordinary results of war 
is the amazing quickness with which a 
country will take to new ideas. The order 
goes forth to close up business houses for 
one day each week, and immediately folks 
settle themselves to a plan that in ordinary 
times would bring down falling heavens of 
protests. And in six months the idea of pro- 
tection by the principles of life insurance 
has received a prodigious push out into the 
open. Uncle Sam knows it is imperative 
that a clerk, now a soldier, who has left 
behind him father and mother shall have 
a sufficiency of life insurance, even if the 
father is sellf-supporting. This extollation 
of the principles of life insurance has been 
given the fullest publicity. Everybody has 
heard it; it has not been possible that any 
should be ignorant. The young soldiers 
themselves have been converted from their 
indifference to life insurance to enthusiastic 
advocates and enthusiastic policyholders. 
Like John Khaki, on the subject of life in- 
surance they have been turned topsy-turvy. 

Never before in the history of the busi- 
ness. has life insurance and the life insur- 
ance agent been “hall-marked.” as it were. 
by Government aproval. It is precisely as 
if the Government officials had said: “By 
far the best plan of protection against possi- 
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ble death is by means of life insurance, and 
here is a plan of insurance that has been 
tried out and has been proved successful 
by many companies.” 

The industrial agent deals with the 
classes where Death’s sting is far more bit- 
ter for those left behind than in any other 
classes. Sometimes the wage-earner is com- 
pelled to keep less than a dollar ahead of 
the game of life. If he dies without life 
insurance, his family are instantly plunged 
into the pauper class. A few hundreds in 
hand would mean everything. For the gulf 
between even a few hundreds in hand and 
nothing is very wide and very deep. And 
in these days of change the wage-earner 
will fully comprehend this, comprehend it 
as he has never comprehended it in the past. 

Hundreds of thousand — millions — of 
workers have the lesson of life insurance 
protection before them every day and all 
days, and painted in vivid colors. And the 
opportunities of the industrial agent are 
vastly greater than he has ever known be- 
fore, and will be increasingly greater. He 
should determine that with every bit of his 
energies he will make use of this thought- 
pregnant time. 


SUCCESS BUILT ON KNOWLEDGE 
All Reading, and Especially the Reading of 


an Insurance Journal, is Helpful 

It is believed that the most powerful in- 
tellect ever given to any man was Francis 
3acon’s. When Bacon was a young man 
his uncle sneeringly inquired what particular 
study Bacon was going to devote himself to. 
Wrote the young student to his uncle, “I 
have taken all knowledge to be my prov- 
ince.” If ever in a man’s career it can be 
said that knowledge was power that was 
true of Bacon. To-day the slightest sug- 
gestion found in his books is regarded by 
students of the greatest value. The world 
acknowledges that most of the inventions 
which make life what it is to-day came from 
the Baconian philosophy. 

The wonder is that so few men make use 
of knowing things concerning their trade. 
Yet if a man goes about it in the right way 
he can fill his mind with information that 
will be of vast service to him. 

Of all trades where knowing things is 
useful, life insurance will pay the biggest 
dividends on knowledge. Aside from the 
ability to work hard, the difference in the 
success of solicitors is due to the fact that 
the successful ones are ever in the pursuit 
of life insurance knowledge, When the 





name of a company is mentioned, the suc- 
cessful agent knows all about the company, 
he is familiar with both its manner of doing 
business and with its record with the public. 

In a Broadway office are the desks of five 
agents of one of the big companies, and on 
the top of the desk of the agent who writes 
the most business is a row of books which 
give detailed information concerning every 
company for every year for the last twenty 
years. There is not a question concerning 
any company that cannot be answered by 
consulting these books. ’ 

Knowledge in life insurance soliciting 
pays big. And there is no soliciting agent 
who will not find that if he gives up a por- 
tion of every day to careful study of life 
insurance this study will not vastly increase 
his earnings. Fortunately there is no busi- 
ness of any kind which is so well equipped 
with printed information as is the business 
of life insurance. 

The solicitor should take a good life in- 
surance journal, and he should try to take 
the best. If necesary he should deny him- 
self of something to pay the price of sub- 
scription, and he should remember that the 
higher priced journals are by far the more 
valuable. On the day when the journal 
comes, he should take a solid two hours 
and study the journal, not simply laze over 
the pages. He should study every word. 
He should read the editorials, he should 
read everything, he should even read the 
advertisements. He should remember that 
in condensed form the journal gives the 
history of his profession since its last issue 
and that he cannot read every word of a 
first-class insurance journal without getting 
several valuable ideas. And ideas, knowl- 
edge, is what brings surcess. 

He should not throw away a single copy 
of his journal. There should be a place in 
the office or home for a file. On an evening 
when the solicitor feels a little despondent, 
he should dig into that file. He should read 
and read; read of the success of men who 
had everything against them and yet made 
a success, read the amazing figures of life 
insurance, and try to read between the lines 
what these figures mean. He should steep 
himself with life insurance. If a solicitor 
does this, and if he puts into his business 
his most strenuous endeavor, he is abso- 
lutely certain to succeed. 


To Insure Industrial Agents 

The thousands of collectors for industrial 
life insurance companies offer a new field 
for development in hold-up insurance 
opened up by an agent for the Travelers in 
Chicago. These collectors operate in the 
less desirable districts of the city, where 
hold-ups have been frequent, and usually 
carry large amounts of money in weekly 
premiums. The Travelers’ agent has devised 
a policy that covers for an amount up to 
$400 at a rate of $1.75 a year, and is in force 
from 7 o’clock in the morning until 9:30 at 
night. 
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INDUSTRIAL INSURANCE SECTION 


METHODS OF APPROACH 


As No Two Men Are the Same in Mind 
a Different Way is Needed for Each 





AGENT MUST READ CHARACTER 





Success as Salesman Depends on Ability to Furnish 
Enthusiasm for Self and Prospect 


No one factor plays so important a part, 
or contributes so much to the success of 
a salesman, as a correct knowledge of 
human nature. 

It has long been an established scientific 
fact that there are no two persons exactly 
alike, mentally, morally, or physically. In 
fact, scientists tell us that no two objects 
are exactly alike. Two grains of sand or 
blades of grass differ materially in composi- 
tion and form when subjected to the test 
of a strong enough glass. 

How much less likely, then, are we to find 
two human beings of the same mental tem- 
perament? It is, therefore, impossible to 
approach two men in exactly the same man- 
ner and create equally successful impres- 
sions upon them. If you have made a study 
of human nature what a correct index to 
one’s character you will find in his face! 
His every mood is recorded there. 

“Without words our face expresses joy 
and grief, love and hatred, contempt and 
adoration, cruelty and compassion, delirium 
and poetry, hope and fear, voluptuousness 
and bashfulness, in fact every desire and 
every fear of the multiform life which issues 
each instant from the supreme organ, the 
brain.” 

Years and centuries before there was a 
printed language the savage had been 
cognizant of the fact that he could read 
mind and character from that open book, 
the face. 

Without giving any particular study or 
thought to this subject, you meet a certain 
person and at once you unconsciously de- 
tect in his countenance certain interlineal 
expressions or marks which enable you to 
recognize him ever after as an individual 
alone and different from all others whom 
you have met. If these demarkations are 
so prominently discernible without any spe- 
cial effort or attention, then how much more 
accurately can we discern and determine 
one’s characer by a careful and detailed 
study and observation of his expression and 
actions. 


CHANGE, or TACTICS 


Have you ever set out for a certain busi- 
ness man’s office with a definite plan of 
action in mind and immediately you entered 
his presence and got a first glance at him 
changed your plans, or perhaps abandoned 
them entirely? What caused you to change? 
From what you had heard of your man 
without seeing him you had built in your 
mind a man with certain facial eypressions 
as an index to his character. Upon enter- 
ing his presence you at once discovered 
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that this index had been inaccurately read 
by your informer and you halted in your 


proceedings long enough to re-read this 


index, 

With care and study in your daily con- 
tact with people you can learn to read the 
thoughts of your prospect from his counte- 
nance as accurately as though they were ex- 
pressed ona printed page. His eyes, mouth, 
chin, nose, ears, color of hair, etc., are all 
pages of the book of his character as ac- 
curately recorded as the phonograph records 
the sound of his voice. 

There are certain fixed features indicating 
certain traits of character that always stand 
for the same trait in whatever individual 
they are found—such as thin, firmly-set lips, 
indicating caution and closeness of speech; 
the heavy-set lower jaw, indicating stability 
and firm determination; and the opposite 
conditons, registering exactly opposite 
traits. 

Enthusiasm is that invisible force within 
one’s-self which radiates outward, permeat- 
ing the surroundings of the speaker and 
lending an unconscious force in advance of 
utterance to one’s expression, thus prepar- 
ing the listener for a proper reception of 
the ideas conveyed, just as sunshine and 
shower prepare the soil for the reception 
of seed to be germinated. Just as the stor- 
age-battery holds in reserve generated 
power to be drawn on in times of emer- 
gency, so the successful salesman holds 
in reserve surplus energy upon which he 
can draw to meet extraordinary occasions. 
Owing to the fact that the salesman must 
create in the mind of the buyer a desire for 
the goods to be sold, this reserve force must 
be ever present and available. You must 
be ever ready to furnish the enthusiasm for 
both seller and buyer; must so radiate with 
this enthusiasm that the surrounding at- 
mosphere of your buyer is permeated until 
he breathes, sees, and feels as you do and 
his feelings respond to your appeal. 


No SupstTItuTE FoR ENTHUSIASM 


Enthusiasm is the one requisite to ac- 
complishment which cannot be supplanted 
by any other acquirement. The power of 
oratory lies in the enthusiasm of the 
speaker. It is the magnet that draws his 
audience into such close touch and unison 
and holds them spellbound almost at his 
will. It is enthusiasm that holds Edison 
in his laboratory, sometimes for days with- 
out food or sleep, delving for new truths. 
It is the mother of all inventions, past and 
present. It is the motive power that has 
inspired every great author, inventor, and 
explorer. In fact, it is the germ of all con- 
structiveness. It has swayed men, rulers, 
and nations. Napoleon was a human bundle 
of enthusiasm, daily surcharged from sur- 
roundings and achievements to such an 
extent that it fairly radiated from him in 
such quantities as to surcharge everyone 
who came in contact with him. 

In no other vocation is this so essential 
a nucleus as in salesmanship. A book- 
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keeper can go on day after day doing the 
tasks asigned and in his cold, mechanical 
way perform the work, even though he dis- 
likes the work he is doing; but not so with 
the salesman. His whole system must 
radiate with the subject in hand. His en- 
thusiasm must reach out to the buyer with 
sufficient warmth and fire to arouse in him 
the desire to have the thing discussed. A 
salesman’s success is in exact ratio to the 
enthusiasm with which he displays his 
goods. He must furnish enthusiasm for all 
parties concerned in the transaction. 

There is one real key to such enthusiasm, 
and that is true self-belief in what you say; 
an inner consciousness of the truth of your 
every utterance and the merit of the goods 
displayed. Such enthusiasm banishes fear, 
removes doubt, causes one to forget self, 
and dims your vision to everything but the 
immediate task in hand and its ultimate 
success. 


THE SAcRED FIRE 


Cannot you recall some personal experi- 
ence in which you took little interest in the 
thing you were doing, or the person to 
whom you were talking? Did you make a 
sale? I fear not. Contrast this with an- 
other occasion in which your whole soul 
was thrown into the work. Did you meet 
with greater success? I venture the answer 
you did. Look at the daily failures around 
you. To what do you attribute them? With 
few exceptions they can be charged up to 
lack of enthusiasm in the work in hand. 

Did you ever solicit an applicant and fail 
to secure the application at the time, but 
leave your party with the inward assurance 
that your solicitation was a success and the 
object ultimately won? Again, have you 
ever experienced just the opposite results, 
and, regardless of temporary success, felt 
that failure at a future date was inevitable? 
In the former case the storage-batteries 
were well filled and available. In the latter 
you made unsuccessful attempts to draw 
upon them for that much needed and vital 
force necessary to radiate, permeate, and 
regenerate the thoughts constantly passing 
in the mind of your listener. Perhaps in- 
evitable conditions confronted you; con- 
ditions which could not possibly be over- 
come or expelled, even by drawing to the 
limit on this reserve force. If so, not en- 
thusiasm but judgment was lacking in this 
particular case. 

Be enthusiastic, and honestly so. Con- 
vince your prospective buyer that you know 
your company and policies to be what you 
represent them to be. ‘Enthusiasm can be 
acquired and developed, just as heat can be 
generated and distributed as warmth. On 
a man’s ability to store up and giye off this 
enthusiasm will depend largely his success 
or failure as a salesman. 

[The foregoing is a further instalment of 


a series to be continued in the industrial in- 
surance section of Tue Spectator. It is 


taken from “Life Insurance Salesmanship,” 
by T. J. Henderson, an acknowledged classic 
on the subject it treats.] 
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TIME, ITS USE AND WASTE 





Agent Not a Slave to a Factory Whistle 
or Recording Clock 





HOW TO WORK TO ADVANTAGE 
In Every City of 100,000 There Are Approximately 
60,000 Possible Prospects 


It is a sad fact that there are many men 
and women under such obligations to time 
that they have given up all hope of emanci- 
pation. As though he were a slave to his 
factory whistle, the artisan awakes at 5 
P. M., bolts his breakfast and rushes to 
work to keep from being docked. The 
school bell is so unyielding in its bondage 
that the faithful teacher listens for its sum- 
mons on Sundays and holidays. The 
nervous . physician pays tribute to his 
nemesis, the telephone, when at midnight he 
imagines he hears it ring, only to have cen- 
tral say “Number, please?” 

The great majority of working men and 
women are expected to be at their posts 
day in and out to feed the hungry maw of 
an eight- or ten-hour schedule, which is so 
insatiable that forty per cent dividends on, 
one side and insanitary conditions, hollow 
eyes, sunken cheeks, small wages on the 
other, do not answer its imperative greed 
for gold. Heroes these millions! How 
richly their fidelity should be rewarded! 
Sometimes it is, but then again—but that is 
another story. If the writer could have his 
way, he would order better pay, shorter 
hours and give to each one the right to own 
in fee certain hours of each day to use as 
he wishes for his own happiness. 

But how is it with our underwriter? 

Very different, sir, very different! He 
bosses his hours—comes and goes by no 
schedule, is not docked if late or fined if 
sick. No automatic device makes a record 
when he is off duty—a few days’ vacation 
are not refused because “we are so busy”— 
no whistle or bell demands its hostage, or 
telephone disturbs his slumbers by its in- 
sitent toll of time. If he wishes he can 
spend fifteen minutes at the serve self or 
two hours at home with his ‘ family— 
optional. He doesn’t have to ask for per- 
mission to leave town, go fishing, attend the 
ball game, act as bearer at a funeral, or 
care for a sick child. “Seven to twelve, one 
hour for lunch, one to six” schedule does 
not “ball and chain” him to his job. Oppor- 
tunities are his hours. He marshals days 
and months into battalions. The seasons 
are his servants also. 


ConTROL OF TIME 

With increasing skill, he makes appoint- 
ments at his convenience and gradually 
gains a more perfect control of his time. 
Routine is inexcusable. If he suffefs from 
monotony—his fault. There are certain 
times when he works best. Here they are: 
an opportune time, an appropriate time, a 
suitable time, a convenient time, a momen- 
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tous time, a good time, a just the right time, 
etc., as his keen perception orders. 

“Time is money” with him also, but not 
so much time and so little money that he 


develops nervous prostration. Because he 
chooses his work hours he-also arranges a 
schedule of his rest hours, his reading hours, 
his vacation hours, etc. Being eminent 
commander of his time, he has a moment, 
an hour, a day ready for instant use. At the 
supreme moment wherever he is—at home 
with friends—on the train—at lunch—on the 
links—in the office—on the farm—in the 
shop—on the street car or boat—he uses a 
moment, develops a prospect, follows it up 
with a fifteen-minute interview, longer if 
necessary and gets his application. He 
measures the working hours by things said, 
pointers secured, friendships cemented. In 
his busy, alert brain is an electrically con- 
structed clock so delicately adjusted that 
the slightest hint sets it going to measure 
off the minutes, hours, days or months spent 
in developing that hint into a $50,000 ap- 
plication. 

His time of work is frequently best em- 
ployed while perfectly relaxed during his 
vacation. This is no paradox. There is 
least resistance then, and the subject of in- 
surance comes up naturally without being 
forced. Unconsciously the suggestion be- 
comes the key to the situation which at an- 
other time leads on to victory. Unconscious 
labor produces no weariness. 

There is no embargo upon his freedom or 
200 pounds pressure on his energy, so he 
does not hurry to work, at work, to meals, 
at meals, to bed, to hurry up and at it again. 

Whether he spend four hours with the 
man who comes hard or ten minutes with 
an easy one, is his business. His watch 
doesn’t stop when he insures a man. He 
loses some time, but what he loses in actual 
soliciting he uses in some other advan- 
tageous way. At first his lost time appalls 
him, but greater skill in determining real 
prospects and when to see them soon turns 
ninety per cent of the waste into salvage. 


INTENSIVE UsE oF TIME 


Our underwriter is able to attenuate and 
intensify his time of work or expand and 
lessen his efforts as occasion requires. Un- 
derstand me, please. I am not arguing how 
he should use his time or how much of his 
time he should use, but I desire you to 
clearly understand that a successful solicitor 
is the arbiter of his waking hours, with 
none to countermand his orders. 

Whatever merchandise a salesman has to 
sell he must have customers to buy. With 
some special line the number of customers 
is reduced to a minimum. General dealers 
with other lines have no attractions for such 
a salesman. Everyone knows that the more 
limited the number of customers, the larger 
the territory the poor drummer has to cover, 
the harder it is to sell his goods. 

How would it seem in a city with a popu- 
lation of 100,000 to call on fifteen hardware 
dealers and sell only two? What use would 


the salesman have for the 99,985 other per- 
sons living in that town? On the other 
hand, suppose there were a hundred hard- 
ware stores in the town. Would the drum- 
mer’s chances of making a sale increase? 
They surely would if there were the same 
number of drummers. And then suppose 
instead of a hundred possible customers 
there were 60,000 in the same town. Would 
it not make possible a large and productive 
field for the salesman? 

Well, now, that is exactly what the life 
insurance solicitor has before him. In every 
city of 100,000 population there are ap- 
proximately 60,000 possible purchasers. 
This eliminates babies, invalids, men and 
women in hazardous employment, the aged, 
infirm, and those who have no insurable 
interest in their lives. In every community 
every eligible man and woman is a possible 
customer, and the children can also be edu- 
cated to buy when they reach the proper 
age. New arrivals in town increase the 
“nossibles,’ and new demands, new rela- 
tions, new conditions, make steady cus- 
tomers—purchasing again and again. When 
the father buys, his sons and daugh- 
ters are influencell to purchase where he 
did: the banker recommends the company 
of his choice; when the widow receives the 
$10,000 her late husband carried, herself 
and children advertise the company that 
“gave mamma so much money when papa 
died.” 


Eacu Man Hts Own Limit 

So, in ever-widening circles our life un- 
derwriter’s territory increases and _ his 
customers multiply. There is no limit. He, 
himself is the “limit.” Wherever he goes 
he finds a dealer who handles his line. of 
goods. All men and women who live, who 
expect to get old, who expect to die, who 
have any property, anyone dependent on 
them, any business interest held sacred, and 
who should protect, protect, protect every- 
thing they are or expect to be, are possible 
purchasers of his “wares.” 

What a joy to the life underwriter to 
find that the strange gentleman who starts 
the conversation on a street car by observ- 
ing, “Nice morning,’ only to follow it up a 
few minutes later by asking, “How’s busi- 
ness?” and “let’s see, what is your busi- 
ness?” to hear him volunteer a few minutes 
later, “I am going to carry a little more 
myself some day soon.” I say, what a joy 
to read the sign displayed by his face and 
words, “B. A. Man—dealer in protection”! 

Someone, more curious than wise, once 
said to the writer, “I should think you 
would get them all insured after a while 
and have to go out of business.” Wouldn't 
you smile? No, indeed! Increased wealth 
will demand increased protection; so with 
increased population. Millions of young 
men and women are constantly reaching 
the insurable age, millions of older ones 
are increasing their lines or changing what 
they have to more desirable forms of 


policies. Millions more are becoming at- 
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tracted to larger indemnity by putting a 
more rational and commensurate premium 
upon their own worth. In twenty years 
$20,000 policies will be as common as $5,000 
policies are now, and the man who docs not 
carry any insurance should be put in a 
cage, placed in the zoo, and labeled a 
“Freak,” “The Wild Man of Borneo,” or 
some other equaly attractive title. 

Of course, there is a vast difference in 
soils when it comes to crops. To raise a 
fine crop of customers requires a good fielil 
properly worked, with thorough cultivation 
and a gathering at the right time. This 
idea may be new to you—give it four min- 
utes of silent thought. Even a poor field, 
properly worked, with good seed, will yield 
an average crop; but a poor field, poorly 
worked, with poor seed, results in barren- 
ness. 

In an inteligent community, where thrift 
and wealth abound, the skilled solicitor 
finds no limit to the productiveness of his 
territory. It depends largely upon him 
whether it yields twenty, fifty or an hun- 
dred-fold, so it depends upon him whether 
every man he meets has felt the whole- 
some influence of several he had already 
insured and is in line to buy some of the 
goods himself. A field which yields a hun- 
dred customers the first year should yield 
a hundred and fifty the third, and so on 
until his company, and even he himself, be- 
come household words throughout his en- 
tire territory. 

[The foregoing is a further instalment of 
a series to appear in the Industrial Insur- 
ance Section of Ture Spectator. It is taken 
from an excellent little book entitled “Plain 
Reasons” by Charles Warren Pickell, the 
well-known writer on life insurance sub- 
jects. So steady has been the sale of this 
standard work that we are now putting it 
on the press for a second time, and copies 
will soon be available.] 





The Prudential as an Americanizer 

The Prudential of Newark is at present 
intensifying its efforts to aid the country- 
wide Americanization campaign. The com- 
pany held patriotic meetings in all its thou- 
sand branch offices on February 14 in honor 
of Lincoln. Like meetings will be held on 
February 21 to commemorate the anni- 
versary of Washington’s birth. Prominent 
men in each community are offering their 
services as speakers for the occasion. 

On February 11 the employees at the 
main office gathered in the main assembly 
hall to hear the Rev. Warren R. Coon de- 
liver and address in which tribute was paid 
to the American Legion for its work in 
combating foreign propaganda. 

The company has distributed a million 
and ahalf pamphlets containing panegvrics 
of Washington and Lincoln. All agents of 
the comnanv have also received a com- 
nendium of famous remarks of famous 
patriots in leaflet form. 
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HOW TO DEAL WITH ARREARS 


Getting Business is Good, But Retaining it 
is Better. 

Upon knowledge of this question depends 
the foundation of success or failure. An 
agent may be a good business-getter, but 
unless he is able to retain it his efforts be- 
come valueless. 

General canvassing may to a certain ex- 
tent be haphazard. The people are untried, 
and we do not know what kind of payers 
they are. Yet we should discern by the cir- 
cumstances how far to go and for how much 
and increase without overburdening. 

Again, there may be sickness in a home 
or unemployment or anything causing a re- 
duced earning power. These things lead 
to a bona fide arrears case. They are ex- 
cusable, and should be dealt with accord- 
ingly—with tact and perseverance. They 
should receive all possible help, advice, and 
kindness. 

But ninety per cent of arrears cases are 
not bona fide. People could pay and won't, 
or don’t, of their own free will. They have 
to be asked, and it is there where the watch- 
ful agent must make the effort, and with 
tactful suggestion bring home to the client 
the value of the policy and the benefits ac- 
cruing at a certain time when money is 
much required. 

I consider the whole trouble of arrears 
commences after the first miss. The payer 
may be good generally, but misses holiday 
week, now and again, and maybe forgets. 
I would suggest that we ask, the week fol- 
lowing, for double, or at least one-third 
extra on account. Lapse notices would not 
be required if every man dealt with his 
arrears cases in the early weeks of arrears. 

Again, the principle of “something for 
nothing” is nothing. It can’t be done, and 
the sooner we realize it the better for all 
of us. The offices lose money through out- 
standing premiums; the agent loses, and has 
a large amount of additional work. The 
official also loses, and the people themselves 
lose. 

Deal early with your cases. Clear the 
first arrears. Deal firmly with the chronic 
cases.—The Insurance Mail. 


Just as a Reminder 
People from whom new business can be 


secured :— 

A newly married man. 

The man who has just been promoted to a higher 
position. 

The father of a new baby. 

Relatives or acquaintances of a man who has recently 
died or been disabled. 

The man who has mortgaged property is a good 
prospect for new business, because he needs protection. 


Explain the benefits of life insurance pro- 
tection to at least two people each day 
whom you have never solicited before. 
Keep calling on people until you get the 
interviews and you will sure get a nice 
volume of business. 
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COMMISSIONS NOT ALL 


Dollars Not the Only Compensation to 
the Life Agent 





ETHICAL ELEMENT ALWAYS ENTERS 





Opportunity Which the Business Affords for Self- 
Devclopr ent Is an Asset of Real Value 


Writing some time ago on “Compensa- 
tions Other Than Commissions,’ Miss 
Alma Gibson Robb of the Massachusetts 
Mutual Life, said: 

The unit of measure of a man’s success 
is usually accumulated dollars. Is this so 
of the life underwriter? What is the unit 
of measure of his success? Commissions 
are his means of subsistence. The value of 
well-earned money can never be underesti- 
mated, for all honest labor deserves just 
remuneration. As life insurance is not 
bought but sold, the energies expended to 
consumate that sale should be and are 
well rewarded. The greater the power of 
the agent, the greater his possible monetary 
accumulation. 

But this great work of a life insurance 
salesman has compensations other than 
commisions. The right kind of a man or 
woman possesses a certain civic conscious- 
ness. The true citizen desires to contribute 
something of himself to the city in which 
he lives and earns. Who actually does 
more for his city, his State, his country 
than the life insurance salesman? The 
home is the unit of the nation. 

“Doing nothing for others is the undoing 
of one’s self.” The clientele of a life insur- 
ance salesman is an unlimited source of op- 
portunity for good deeds. During my time 
in the business I have been able to secure 
better positions for several of my women 
clients. Seeing them happier and in better 
environments and making more money has 
given me such pleasure. This represents 
a compensation exclusive and distinct from 
the commissions reecived from the home 
office. I ran across one little mother de- 
serted by her husband. I helped her to 
secure a position in a fine firm in our city 
and I have made a true friend of the em- 
ployer because the little woman is the ideal 
employee. 

The ethical element always enters into a 
sale. We feel when we sell a policy to a 
woman we have that day contracted for her 
a habit of thrift, assured her an old age of 
comfort, and guaranteed that should mis- 
fortune cause her total and permanent dis 
ability, it would be a period without financial 
worry. In case of her death, we have pro- 
vided a substitute for her economic value in 
the household where she is so vital a factor. 

The recompense for a month’s work in 
life underwriting is not always attained the 
month the agent’s energies are expended. 
A busy February from the standpoint of 
soliciting might be quite lean from the 
standpoint of commissions, but the com- 
forting thought is that the ultimate result 
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might be an August and September of large 
commissions. The farmer who plows and 
sows one monh does not receive his money 
for that effort until months later; so an 
agent is not discouraged by what appears 
to be wasted energy, for, like the farmer 
he must sow his seed before he can reap 
his harvest. 

The greatest compensation is self-de- 
velopment. In no profession is there so 
splendid an opportunity for personal con- 
tact with all kinds and classes of men and 
women, which in itself is a broadening in- 
fluence. This contact makes possible a 
larger growth. . 

We get only by giving. The business of 
life insurance has made each and every one 
of us broader, finer, and stronger men and 
women than we would have been had we 
remained at our previous work. This busi- 
ness develops qualities that build up sterling 
character and enhance the charm of an at- 
tractive personality. Does not each one of 
us enjoy to its utmost the freedom that is 
ours under soliciting? True we must work 
to live, but we love our work. This love 
is not attributable to the commissions alone. 
Through our work we become more physi- 
cally fit and attain a mental alertness that 
is abslutely essential; balance and initiative 
reacli higher degrees; courage and _ self- 
reliance—qualities so long sought—become 
ours; enthusiasm, optimism, and determi- 
nation follow; and to leaven all these come 
a gentle sweetness and a sympathetic under- 
standing of our fellow men. Even our dis- 
appointments become “most wholesome 
medicine,” showing us our errors and our 
weaknesses; and thus we grow, all the 
while giving of ourselves. Is there any 
other profession more educational? more 
self-developing? more useful than that of 
seling life insurance? No commission 
equals the compensation received. 

As we work each day, let us remember 
that we live on our commissions and so 
respect them, setting a high standard for 
which to aim; but let us not forget that we 
develop and grow hrough these other com- 
pensations the unlimited influence and 
value of which we should realize and ap- 
preciate; for, as Count Tolstoi says: “The 
vocation of every man and woman is td 
serve other people.” 


Add It to Your Industrial 


Make no mistake. You have a tremendous 
advantage when you add ordinary to your in- 
dustrial. More than one agent who had been 
satisfied with making good industrial has lived 
to thank the company for spurring him on to 
writing ordinary.—Virginia Weekly Standard. 


An all-round man must be conversant 
with his rate book and contracts, believe 
they are the best to be had, acquire the 
faculty of quickly sizing up his prospect 
and honestly explaining the contract best 
suited to his needs and circumstances, thus 
giving him the benefit of your experience. 
Don’t load him up with industrial when you 
can give him ordinary cheaper. 
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“PLUGGING” AND TACT 





Hard Work Plus Courtesy Will Always 
Take a Man Far 


DISTRUST SHOULD BE AVOIDED 





Those Who Are Not Born Tactful and Courteous 
Must Achieve thee Qualities or Fail 


After all has been said and written, suc- 
cess in selling insurance is mostly a matter 
of constant plugging and applying your 
hard-earned knowledge. A man need not 
be brilliant nor, in fact, anything but just 
an ordinary average person with a decent 
amount of tact, energy and principle and 
willing to work constantly. Of course 
when these qualites are perfectiy balanced 
we have a far more average or ordinary 
insurance man, and, of course, these are few 
and are not in need of advice from the 
writer. 

Davy Crockett’s maxim, “Be sure you’re 
right, then go ahead,” holds good in selling 
insruance, as the solicitor must be prepared 
to study in advance every word he expects 
to say when making a sale. Some men 
have a cut-and-dried policy. But this tends 
to make a salesman too automatic in his 
actions. It is better by far to have a gen- 
eral line of talk ready in the mind, together 
with changes and variations-for use to suit 
the mood of the prospect, than to depend 
on a set speech. 

After arriving at this conclusion a cer- 
tain man proceeded to build up a line of 
sales defense, and came in time to know 
just what general remarks to inject at the 
proper time and how to deal with the re- 
fusal of the prospect to close. In other 
words, he knew and was sure of his ground. 

It is strange, but rare, some prospects 
will take a decided aversion to the words 
spoken by certain men, yet purchase from 
others who use the same general lines of 
conversation, the reason being they are 
more adept at closing and have the punch 
in back o ftheir efforts. Remember, it need 
not be something sensational, startling or 
along radical lines, but it should be some 
useful, staple information. 

Some managers look upon every move a 
man makes with distrust and _ suspicion. 
Such managers, although nine times out of 
ten wrong in their surmises, often attract 
to themselves the men who least can be 
trusted, for such employers make a man 
who is entirely honest resent so much ap- 
parent suspicion, and no man, unless he has 
some ulterior design, is willing to continue 
work in such circumstances. 

A man will produce more and work 
better if courtesy is shown him. For, was 
it not Emerson who said, “Life is not so 
short but hat there is always time for 
courtesy”? 

It is true that courtesy is, to some extent. 
inbred, but it is also true that it may be 
regarded as an art to be cultivated. It is 
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HOW TO SELL INSURANCE 


A Practical Guide For The Life Insurance Salesman 


A New Book By William Alexander 


To be issued in February 


This is a companion to What Life Insurance Is and What It Does, written at the 
suggestion and sold under the auspices of The National Association of Life Underwriters 
and published by The Spectator Company more than two years ago. The former work, 
a& a primer for laymen and students, dealt with the underlying principles of life insur- 
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HOW TO SELL INSURANCE 


As its name implies, is devoted to the art of canvassing. 


Its pages are devoted exclusively to constructive teachings of the fundamentals of life insurance 
salesmanship. 


Inspiring for the veteran field man. 
Expressed so simply that the beginner may learn— 


HOW TO SELL INSURANCE 


Is the best treatise ever written and published on Life Insurance soliciting. 


THE AUTHOR, WILLIAM ALEXANDER, for over a quarter of a century has directed field work, 
instructed new agents and written lessons of inspiration to spur on experienced men to even better 
work. Infact, he has been in the closest touch with Practical Insurance Producers. 


During more than a quarter of a century, he has steadily addressed the agents of his company, 
through its periodicals, and otherwise, on the best methods to pursue to obtain business. 


As a PRACTICAL TEACHER of Insurance Selling, he is perhaps better qualified than any other 
insurance man to write a work on the art of insurance canvassing. 


His long experience as a teacher and writer, being the author of several text and field books, and 
his personal contact with expert salesmen, especially qualify him to write such a work as vs 
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a plane upon which the agent and employer 
meet. It is a sort of kindliness and tact to 
be used in everyday acts and everyday dis- 
course. It is valuable in the business world 
and should be cultivated. 

It is not only necessary to the success of 
a man or woman who does the labor, but 
is just as necessary to the man who from 
his office dictates the plans for those who 
carry them out. The discourtesy and in- 
civility of one person will destroy the har- 
monious relation that should exist to further 
a business success. 

The highest official owes courtesy, as a 
duty, to the humblest person in his employ; 
and do you notice that the employer who 
gets the most out of his men is he who 
uses the most tact? Difference in position 
is never an excuse for inimicility. If courtesy 
is not inbred, then it is well to cultivate it 
as a matter of diplomacy, for it has been 
said, “Men, like bullets, go farthest when 
they are smoothest.” 





Benefits Everybody Concerned 

Paid-for business is the kind that benefits 
everybody concerned. It is good salesman- 
ship and effort well directed to get sub- 
stantial payments on the business when 
you get the signature on the “dotted line.” 
That act is the best, surest and most cer- 
tain way to “clinch the business.” It is the 
first step in giving the business permanency. 
It is putting quality business on the books 
of the company and has much to do with 
keeping it so. Making good collections in 
the initial stage of insuring people applies 
the same to ordinary as to industrial. 
Therefore, get substantial settlements when 
the applications are written and thus pin 
down, hold fast and make sure the busi- 
ness.—Public Savings Insurance Company 


Banner. 





Your Selling Talk 


Tying yourself down to set canvass or selling 
talk is like tying yourself to one kind of food. 
The fact that you think your selling talk is 
great stuff does not make it so. Get a few un- 
biased opinions on it, and you may find there 
is room for impromevent. Make the personal 
element strong in your talk. Get close to 
human nature—find the uature and work it to 
a frazzle—Bankers Life Bulletin. 


Seeing the people is not selling, but it 
is the first and important step in the pro- 
cess. It brings one in contact with possible 
buyers—with those who have already been 
convinced or are open to conviction. Talk 
to a large number of people, for the law of 
averages will prevail. 





—It pays to talk life insurance wherever you may 
be. Special Agent Emil Pick stepped in a drug store 
the other day to buy a cigar. He started to solicit 


the cigar clerk—apparently with no results. A city 
Policeman was standing near and listened intently to 
the canvass, finally interrupting with the statement, “I 
am interested in life insurance.” Mr. Pick took his 
application—for $2000. 
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Men of the Hartford, Conn., District 
Foregather at Banquet 





N. Y. AGENT PUTS IN NEARLY 30 YEARS 





Need Insisted Upon for Agents to Sce the Head of 
the Fami'y as well as the Womenfolk 


Members of the Prudential sales force 
in the Hartford district banqueted at the 
Hartford Club last week. The district led 
all others in Division N in amount of new 
business and C. G. McAron, district super- 
intendent, was toastmaster. Supervisor 
Harry Vliet, from the Newark home office, 
congratulated the agents. Superintendent 
E. O. Rodier ‘of the Norwich office and 
Superintendent E. B. Conant of the Water- 
bury Prudential office were among guests 
from other Connecticut cities present. 

Elmer C. Hollabaugh of the Oil City, Pa., 
district was the premier agent of the com- 
pany in ordinary production for the year 
1919, and apparently is out for similar 
honors during 1920. 

Agent Howard F. Kindt of the Reading 
Pa., district led Divison K in amount of 
ordinary net new business in IgI9. 

Agent Aaron F. Embody of Pottstown, 
Pa. (Reading, Pa., district) recently cele- 
brated his twentieth anniversary with the 
company. 

Agent Chaiien 1 E. Deitz of Brooklyn five 
is certainly leaping this year in regard to 
ordinary production. His first leap was six 
monthly incomes for a total of more than 
$50,000. This is indeed an achievement to 
be proud of and indicates that he is thor- 
oughly alive to his opportunities, and will 
no doubt, far exceed anything he has ever 
accomplished. 

Superintendent F. B. Hilliard at Guelph, 
Ont., has rounded out a quarter of a cen- 
tury’s service with the company. 

Assistant Superintendent D. Morris at 
Oshawa, Ont., and Agent M. J. MacDonald 
at Selkirk, Man., also recently passed from 
Class A to Class B of the Prudential Old 
Guard. 

Agent Benjamin Van Kouren of the Mid- 
dletown, N. Y., district recently completed 
twenty years of continuous service with the 
company and was presented with the Class 
“DPD” membership medal of the Prudential 
Old Guard. 

Agent Ephraim Propper of New York No. 
2, who is now in his thirtieth year of serv- 
ice, is, as usual, making a fine industrial 
and ordinary record, and his name appears 
on the honor.roll of his division. There 
have been very few weeks in the last sev- 
eral years that Mr. Propper has failed to 
draw special salary, and his record for low 
arrears and high advance payments does him 
much credit. Agent Propper has large am- 
bitions for 1920, and he usually accomplishes 
any task he sets up for himself. 

Agent Eyars Worman of the Clinton 
Assistancy of the Plainfield (N. J.) district 
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received his debit May 21, 1917, at which 
time the arrears were $30.99 and the advance 
payments $228.28. Last month he reported 
no arrears and advance payments of $828.54. 
His debit covers a wide country area. 

Agent T. J. Hagan of St. Louis No. 1 
qualified for an ordinary merit button in 
1918 and has recently been awarded another 
for his 1919 results. Agent Hagan an- 
nounces that he is having the two emblems 
made into a pair of cuff-links. 

The Los Angeles three district, in addi- 
tion to heading the divison in industrial 
proportionate increase, holds the distinction 
of having both the leading assistant and 
agent in industrial for the first six weeks of 
1920. 

An agent contributes the following to the 
Prudential Weekly Record: 


3ecause of the nature of our business 
most of us industrial agents come into con- 
tact with the womenfolk much more fre- 
quently than with the men of the household. 
Personally, I have always believed this to 
be one of the weaknesses of the business, 
and have tried to get to know Friend Hus- 
band. He is always a good iife prospect 
himself, and when he gets beyond that stage 
I usually get other prospects through him. 

When IT meet a man, I try to give him 
the idea that I not only want his application, 
but that I am ready to do any little service 
for him along life insurance lines that I can. 
After I get his application I keep up the 
acquaintance, not only because it pays me in 
introductions, but because I like to know as 
many people as possible. 

I found it rather surprising how much 
a man is actually interested in the whole 
subject of life insurance, and I have derived 
a great deal of pleasure from spreading in- 
formation about the subjct that we fieldmen 
are most interested in. 


The Men of the Dotted Line 


Could I pour out the nectar as gods only 
can, 
I would drink midst my iaughter and tears 
To the life that I led as an insurance man, 
Which lasted just twenty-two years. 
And then I would just fill my glass up again 
With a draught most exquisitely fine, 
And drink to the health of the finest I ken— 
The Men of the Dotted Line. 


And here is a draught to their every success, 
And one to their failures, too, 
And here’s to friendship you don’t have to 
guess, 
Of those who are most faithful and true: 
The boys who stand on their merits alone, 
These pals, true and splendid, of mine 
I honor them, love them, indeed, every one, 
The Men of the Dotted Line. 





I know very well the troubles they bear, 
T know their successes as well 

I know the smiles they’re expected to wear 
And the policies that they must seil. 

I know this old world never had better men 
Than these “policy partners” of mine, 
And here’s a “dry” toast to them over 

again— ; 
The Men of the Dotted Line. 
—By W. T. COWLES, SR. 


Every difficult thing in your business can 
be taken care of if you start in time and 
stay on the job. 





INSURANCE DRAW- 
BACKS 


Protection Granted Thereunder Constitutes 
No Reason for Dispensing With 
Regular Forms 
The fact that a man is insured by his em- 
ployer under a group insurance contract 
does not constitute the slightest reason in 
the world why the man so insured should 
dispense with the regular means of protec- 
tion. This truth is ably set forth in an 
editorial in the Canadian insurance monthly, 
“The Bulletin.” Our Toronto contempo- 

rary writes: 


GROUP 


To the agent, the main advantage of plac- 
ing group life insurance would appear to be 
the opportunity it affords of writing indi- 
vidual policies on the lives of members of 
the group in addition to the insurance 
under the group plan. Group life insurance 
is no substitute for individual life insurance 
to either the agent or the assured. 

Group insurance is term insurance, and to 
the assured has all the disadvantages of 
term insurance from the standpoint of life 
insurance protection. It continues only so 
long as the employee continues in the serv- 
ice of the employer, and when from any 
cause he is compelled to leave the service 
the insurance ceases. He is insured so long 
as he is in good health and able to continue 
his occupation. When sickness or invalidity 
compels him to quit work, his group insur- 
ance protection ceases. While he may have 
the option, on leaving his employer, of con- 
tinuing. the amount of the insurancé with 
the life insurance company on one of the 
standard plans at the rate for such insur- 
ance at attained age, he is not in a position 
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to avail himself of the privilege if his source 
of income is cut off by ill-health. 

Group insurance costs the employer very 
little per thousand, because the benefits 
under it cost the companies very little to 
furnish. The price of term insurance is a 
fair criterion by which to judge its value, 
and this applies to the form of it known as 
group insurance. 

While term group insurance is good as 
far as it goes, and is unquestionably far 
better than no insurance at all, every think- 
ing agent must admit that because an em- 
ployee is covered by a group or term policy, 
that kind of insurance cover is no substitute 
for permanent life insurance protection 
under one of the standard forms which 
cost more but are indubitably worth more, 
because the protection is there when needed 
and not only when a man is in good health 
and able to follow his occupation. 


» 
Unwarranted Self-Approval 

Don’t give your prospect any encourage- 
ment in the more or less prevalent idea that 
in taking out insurance on his own life for 
the protection of his family he is doing a 
great, big, generous and handsome thing 
for his dependent wife and children. That 
is a wholly unwarranted species of ‘seli- 
approval which should be corrected when- 
ever opportunity offers. The appeal to 
vanity or egotism is pleasing to some peo- 
ple, and wll sometimes get a signature on 
the dotted line. But the appeal to a sober 
sense of personal responsibility gets the 
business that will stick and will continue to 
pay premiums from year to year. 

Rightly understood, life insurance is a 
matter of business. And in the long run it 
is better to present it to the prospect as a 
plain matter of duty rather than as a kind 
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of charity or benevolence. The man who 
has taken insurance on his own life for the 
protection of his family, upon the theory 
that it is his first and most obvious business 
obligation, is more likely to persist and to 
continue as a poliicyholder, than is the man 
who, having taken out a little insurance on 
his own life, goes around wearing a kind 
of self-adjusted halo as the generous, big- 
hearted Santa Claus of the family. 

More and more the family is coming to 
be regarded as a man’s first and most im- 
portant business enterprise. Purely as a 
matter of business, therefore, that family 
should be protected against the bankruptcy 
that so often follows the death of the bread- 
winner, 

Nobody has yet improved upon Dr. 
Talmage’s characterization of the man 
whose death leaves a wife and children 
penniless. Talmage said: “Such a man 
does not die. He just simply absconds.” 
Fortunately. that is now getting to be the 
prevailing view of the matter.—John T. 
Box (Central State Life). 


Look well to your collections, don’t be 
satisfied with less than 100 per cent for the 
year and then go beyond this point as 
much as possible. You are in the business 
to make money and the condition of your 
account will determine this very important 
feature for you in a very large measure. In- 
crease is the big word in your business and 
you can make it in a satisfactory way by 
keeping your business paid for. 


—The Pillsbury Flour Mills Company of St. Paul, 
Minn., has taken out a group insurance policy covering 
its entire personnel. Individual risks range from $750 
to $2000. The total of the policy is about $3,000,000. 

















industrial insurance of go 


out Illinois. 


Our System: 
All ages taken from date of birth. 


Benefits: 


residents of Chicago and surrounding towns. 


Premiums: 


weeks of this year. 
Supt. from the time he starts. 


ance companies in the U. S. for some years. 
months, 


Increase in Assets 


and work for the Globe. Apply, 


431 S. Dearborn St., 





HE Globe wants Reliable Life agents with experience in ordinary and 
od record in Chicago, Chicago Heights, 
Joliet, Aurora, Elgin, Waukegan and intervening towns and through- 


The population of Chicago and surrounding towns and cities is 3,000,000, 
within the ‘‘forty mile limit’? reached by and through suburban transpor- 
tation, practically all one city, gives unequaled facilities to transact business, 
particularly in ‘‘Paying Claims on Sight’’ in the industrial branch. 


Can handle men who can write ordinary business. 


All policies pay for death and total and permanent disability benefit. 
8,000 death, total and permanent disability and other cash benefits paid on 


Can be paid weekly, monthly, quarterly, half yearly and yearly. 
*“‘Claims Paid on Sight.” 


Contracts given with or without lapses being charged. 
contract an ex-Asst. Supt. of another company earned $4,000 the first 30 


Under the Globe system an experienced representative can become a 


Progress of the Globe is five times greater than the average of life insure 
This year for the first six 


Increase in Premium Income...20 Per Cent 
30 Per Cent 


If you are a progressive industrial life insurance man come to Chicago 


Globe Mutual Life Ins. Co. 
Chicago, Ill. 


T. F. Barry, Sec. and Gen’l Mgr. 





THE EUREKA LIFE INSURANEE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


J, LAWRENCE CLARK, President 
J. C. MAGINNIS, Vice-President—Gen. Mgr. 


JOS. H. LEISHEAR, Jr., Sec’y & Treas. 











Under the latter and Policies. 


be fifty cents. 


SHICAGO OFFICE 
INSURANCE EXCHANGE 


SECOND SUPPLEMENT TO THE HANDY GUIDE FOR 1919 


The Spectator Company has issued the second supplement to the 
1919 edition of The Handy Guide to Premium Rates, Applications 
This supplement contains new policies and the rates 
thereon for such companies as have recently issued new forms, thus 
bringing The Handy Guide fully up to date. 
to those subscribers to The Handy Guide whose names appear on our 
books at twenty-five cents each. The price to non-subscribers will 
The Handy Guide for 1919, with the supplements bound 
in, will be furnished for $3.50, plain edition; $3.75, indexed edition; 
sent postpaid on receipt of price. 


THE SPECTATOR COMPANY 


Copies will be furnished 


Address all orders to 


135 WILLIAM STREET 
NEW YORK 


























UBLICATIONS OF C. & E. LAYTON. 


oe The undersigned are sole agents in the United States for the old established 
publishing house of Charles & Edwin Layton of London, England, whose long list of 
publications on fire. life, marine and other branches of insurance embrace the most 
valuable and standard treatises on these subjects. 
SEND TEN CENT STAMP FOR CATALOGUB. 


THE SPECTATOR COMPANY 


135 WILLIAM STREET, NEW YORb 
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For an Aircraft Association 
Representatives of the following com- 
panies met last week to organize the Na- 
tional Aircraft Insurance Association: 

The Etna Life, and its affiliated com- 
panies, Firemans Fund, North British and 
Mercantile, Queen, Royal, and Home. The 
Hartford Fire, North America, National 
Liberty, Travelers, Globe and Rutgers, Co- 
lumbia of New Jersey and Boston will be 
asked to join. 

The purpose of the organization will be 
to establish rates and rules for the writing 
of the automobile business. It will deal 
with liability, property damage, collision, 
fire, transportation, theft, stranding or sink- 
ing of aircraft, passenger-carrying, acro- 
batic, exhibition flying, instruction and 
demonstrating. 





Virginia Fire and Marine of Richmond 


Among the fire insurance companies which 
have made excellent progress during the past 
year is noted the Virginia Fire and Marine In- 
surance Company of Richmond. While its 
transactions increased so as to require the ad- 
dition of about $110,000 to its premium reserve, 
its assets and surplus increased in larger pro- 
portion, the assets having grown to the extent 
of about $300,000 while the net surplus in- 
creased over $169,000. 

The company now possesses resources aggre- 
gating $2,744,156, and after providing for 
$1,100,207 of unearned premiums, and also 
other liabilities, there remains a surplus as 
to policyholders of $1,375,761, or a net surplus 
above its capital of $250,000 and all liabilities 
of $1,125,761. 

The officers of this progressive company are: 
President, William H. Palmer; vice-president, 
D, B. Addison; secretary, B. C. Lewis, Jr.; 
treasurer, J. C. Watson; general agent, J. MM. 
Leake. 


Globe and Rutgers Fire Insurance Company 

The old Globe and Rutgers Fire Insurance 
Company of New York made great advances 
last year in the items of its financial statement, 
denoting size, strength and successful admin- 
istration. Its assets now amount to $33,687,274 
—a gain of about $3,300,000; its reinsurance 
reserve increased nearly $2,000,000 to $13,447,- 
880, and its surplus to policyholders, including 
$700,000 capital, is now $10,846,031, an increase 
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of about $1,300,000. During the past two de- 
cades the Globe and Rutgers has had a phe- 
nomenal career, particularly in the last few 
years, and its assets and surplus have advanced 
steadily and largely. 

E. C. Jameson is president of the Globe and 
Vice- 
presidents, Lyman Candee and W. H. Paulison; 
secretaries, J, H. Mulvehill and W. L, Lindsay ; 
secretaries, A. H. Witthorn, J. D. 
local secretary, M. J 


Rutgers, and the other officers are: 


assistant 

Lester and G. C. Owens; 

Volkmann. 
Henry Clay Fire of Lexington, Ky. 

A strong statement is put forth by the 
Henry Clay Insurance Company of 
Lexington, Ky., in celebration of its tenth 
anniversary. It shows assets of $1,031,- 
791, with a fully paid capital of $450,000 and 
a net surplus of $218,577, making the policy- 
A large propor- 
tion of the company’s assets is represented 
by bonds and loans on mortgages. The un- 
reserve is now $302,312. 
The above figures show gains in assets and 
surplus of about $180,000 and $75,000, re- 
spectively. H. M. Froman is president, J. 
L. Watkins is vice-president and treasurer. 
and Claude F. Snyder is manager of this 
progressive company. 


Fire 


holders’ surplus $668,577. 


-arned premium 


Home Represented on City Directorate 

\mong the newly-elected directors of the 
City of New York Insurance Company are the 
with the Home of 
Wilfred Kurth, 
L. Tyner, W. I. 
Other directors elected are F. H. 


following men connected 
New York: F. C. Buswell, 
C. A, Ludlum, E. G. Snow, C. 
Washburn. 
Ecker of Metropolitan Life, J. H. Flagler of 
United 
Dalton Adding Machine Company, and Major 
A, White, president of the City of New York 
Plate 


Drug Company, G. H. Richards of 


Insurance Company and the New York 
Glass Insurance Company. 


National Association of Insurance Agents 
President Fred J. Cox, of the National Asso- 


ciation of Insurance Agents, is sending an in- 
spiring letter to officers of State associations, 
them to attend 
agents as possible to the mid-year meeting to 
be held at the Hotel Jefferson, Richmond, Va., 
on March 17 and I8. 
vigorously without delay and. remember that 
it to 


urging and bring as many 


He says: ‘Please move 


team work counts, and we want count 


right now!” 


Fire Insurance 


G. W. BURCHELL TO RETIRE 


Will Remain as Chairman of Board—N. 
S. Bartow Expected to Succeed to 
Presidency 
George W. Burchell, president of the Queen 
Insurance Company of America, New York, 
will, it is stated, retire from that office about 
May 1 next, and in all probability will be 
chosen as chairman of the board of directors, 
thus maintaining his connection with the com- 
pany with which he has been identified for 
thirty-nine years. Mr. Burchell has enjoyed the 
friendship ‘and confidence of many important 
men in the fire underwriting world, who will 
be sorry when he ceases his active connection 
therewith, but will be glad to learn of his con- 
tinued interest in the Queen. Mr. Burchell has 
been in the business for fifty-six 
years, and has well earned the rest which he 

intends now to take. 

-Nevett S. Bartow, vice-president of the 
Queen, is looked upon as the logical successor 
to Mr. Burchell in the presidency, although no 
official action upon this matter has yet been 
taken. Mr. Bartow is one of the best posted 
and most popular men in the fire insurance 
business, and his entire business life has been 
spent with the Queen, he having entered the 
service of the Liverpool company in 1884. If 
he shall succeed to the presidency, it will be 
regarded as a well-earned recognition of long, 
faithful and able service. 


insurance 


R. M. Bennett in Firm of A. & J. H. 
Stoddart 


Robert M. Bennett, for many years with the 
York Underwriters Agency as State 
agent in Illinois, superintendent of the special 
risk department at the New York office, and 
executive assistant, has been admitted to mem- 
bership in the firm of A. & J. H. Stoddart, who 
3ennett is the son of 
the late P. C. Bennett, for many years Western 
general agent of the A®tna, and the nephew of 
J. B. Bennett, with whom the late Alexander 
Stoddart secured his first insurance experience. 


New 


manage the agency. Mr. 


\ttention is called to the advertisement in our ad- 
vertising columns by a liability insurance company for 
two energetic compensation and liability salesmen. 

—Harry L. Davis, formerly an insurance man and 
Mayor of Cleveland, 
Republican 


now is making an active cam- 
paign for the 


of Ohio. 


nomination for Governor 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, Secretary and Gen’l Mor. 
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HARTFORD FIRE OFFICERS 
F. C. White of A. & J. H. Stoddart Goes 
to New England Company as 
Vice-President 





5. E. LOCKE ALSO VICE-PRESIDENT 





Annual Statement of Hartford Fire Shows Total 
Assets of Above $50,590,000 


The Hartford Fire now has a complete 
roster of officers, for at the annnal meeting 
last directors elected two new 
vice-presidents, S. E. Locke, for several 
years past secretary, and F. C. White, well 
known in New York underwriting circles for 
his connection with the firm of A. & J. H. 
Stoddart, for many years associated with the 


week the 


Hartford in a business way. 
President Richard M. Bissell 
President James Wyper, in point of service 
senior vice-president, were both re-elected. 
The number of vice-presidents was in- 
creased from two to three by the addition 
of the two officers elected. D. J. Glazier, in 
the past recording secretary and treasurer, 
secretary-treasurer, and 


and Vice- 


will hereafter be 
both of the old secretarial positions 
merly held by Frederick Samson, who died 
Mr. Locke have been 
abolished, the number of assistant 
secretaries was increased from one to four; 
Thomas H. Scotland being re-elected, while 
three new assistant secretaries were elected. 

C. S. Kremer, one of the new assistants, 
was survey superintendent with the Stoney 
Bureau, New York, before joining the 
Hartford field force in 1910. He served the 
company in Maryland and Southern Penn- 
sylvania and was in the Western Pennsyl- 
vania territory as special agent until five 


tOr- 
recently, and by 
while 


weeks ago, when he was brought to Hart- 
ford as a department manager. F. C. Moore, 
another new assistant secretary has been 
superintendent of the special risk depart- 
ment at the home office for some time, and 
has also been president of the Insurance I[n- 
stitute of Hartford. G. A. Russell, the other 
assistant, is now a “‘special’’ for the Hart- 
ford Fire in Eastern Pennsylvania. 

Mr. White, who will go to Hartford as 
vice-president, is well known in the East, 
his firm being general agents for the New 
York Underwriters Agency, which 
handled a large volume of Hartford Fire 


has 
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business since 1895. The Stoddart firm has 
been in business a half century. 

Mr. Wyper, who is now in Atlanta attend- 
ing a convention of Southern special agents, 
will no doubt be an even larger figure in 
the company in the future than in the past. 
He was never with the Hartford Fire until 
his election as vice-president in the autumn 
of 1913, at which time he was Pacific coast 
manager for the London and Lancashire and 
the Orient. Mr. Locke, who is well known 
in Hartford, was born in Glens Falls, N. Y.. 
in 1866, and insurance career 
when eighteen years old, in that place. He 
was with the Orient, the Philadelphia Un- 
derwriters, the Reading, and the West- 
chester before joining the Hartford Fire. 


began his 


Ife has been superintendent of agencies, 
assistant secretary and secretary succes- 
sively. 


As Whitney Palache, who is becoming 
U. S. manager of the Commercial Union, 
resigned as vice-president of the Hartford 
Accident and Indemnity, as 
the Hartford Fire, the directors of the 
accident company elected James L. D. 
Kearney, secretary, as the new vice-presi- 


well as. of 
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dent, while J. Collins Lee was promoted 
from assistant secretary to secretary. Mr. 
3issell and Mr. Palache were, of course, re- 
elected as president and vice-president re- 
spectively; Norman R. Moray was again 
named vice-president and general manager, 
and other officers were re-elected. 

The Hartford Fire annual statement 
shows total assets of $50,590,485 as of De- 
cember 31; largest items are bonds (Com- 
missioner’s valuation), $32,171,292; stocks, 
$4,567,225; cash in hands of agents or in 
transmission, $7,251,899; cash on hand or in 
banks, $4,253,722. Principal liabilities are 
capital stock fully paid, $4,000,000; reserve 
for unearned premiums, $25,548,915; reserve 
for outstanding losses, $2,912,762; reserves 
for takes and other claims, $3,000,000; spe- 
cial reserve, $1,000,000. Surplus to policy- 
holders is $19,128,807. 

The Hartford Fire premium income for 
1919 Was $35,103,000, accident com- 
pany premiums were over $8,000,000. The 
Hartford Fire total premium for the year 
shows a noticeable increase. 

The appointment of new 
week created something of a surprise in 


while 


officers last 





Globe & Rutgers Fire Insurance Company 
111 WILLIAM STREET, NEW YORK 





ASSETS 


Real Estate. ...4....2 $ 
Bond and Mortgages. . 
U.S. Liberty Bonds... 
Government, City Rail- 
road and other Bonds 
ANd Stocks ....c. ««; 
Cash in Banks and Of- 


72,945.00 
262,600.00 
4,102,000.00 


23,480, 169.28 


fice... .. Ras. 1,591,091.39 
Premiums in course of 
collection. ....:..... 3,837,689.09 
Interest Accrued...... 226,762.62 
Due on Account Re-In- 
surance Loss Account 114,016.87 
$33,687,274.25 


Surplus to Policy Holders, $10,846,031.00 


LIABILITIES 
Gasitalicn sca ed xpos 
DOU IOIUIS sc <5? are) ooo 
Re-Insurance Reserve. . 
Losses in course of ad- 


700,000.00 
10,146,031.00 
13,447,880.00 


FUSEIONE or 600-2) 5 occ es 3,388, 761.00 
Commissions and other 
NGOS 5 5.5.5 ss sie costes 6,004,602.25 





LYMAN CANDEE, Vice-President 

J. H. MULVEHILL, Secretary 

A. H. WITTHORN, Assistant Secretary 
M. J. VOLKMANN, Local Secretary 





E. C. JAMESON, President 


W. H. PAULISON, Vice-President 
W. L. LINDSAY, Secretary 

J. D. LESTER, Assistant Secretary 
G. C. OWENS, Assistant Secretary 











JOHN E. KING, Pres. 


Eastern Fire, N. J. 





B. J. ALLEY, Vice-Pres. 


KING, ALLEY anp LAWRENCE, Inc. 


GENERAL AGENTS 


Ninety Six Maiden Lane, New York 


Representing the following Companies which are licensed in New York State 


Atlantic City Fire, N. J. 


Pennsylvania Millers. 
Mill Owners, Iowa 


Acceptable fire risks solicited through agents and brokers in all parts of the United States and Canada. 


ORRIN C. LAWRENCE, Treas. 


JOHN B. SIRICH, Seey. 


Pawtucket Fire, R. I. 
Berkshire Fire, Mass. 
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Hartford, as action by directors had not 
been expected before latter part of this 


month. 





Springfield Fire and Marine Insurance Com- 
pany 

The Springfield Fire and Marine Insur- 
ance Company—the largest fire and marine 
insurance company chartered by the State 
of Massachusetts—in its seventy-first annual 
statement shows that on January 1, 1920, it 
possessed admitted assets amounting to $17,- 
303,137, and a surplus to policyholders of 
$6,478,911. It is clear, therefore, that, with 
its honorable record of seventy-one years 
of service and its ample assets and capital. 
the quality of the indemnity provided by 





CHAS. L. HECOX 
Sec’y and Treas. 


JOHN C. BARDWELL 
Prest. 





THE LIBERTY FIRE 
INSURANCE CO. 


Capital and Surplus 
$450,000.00 


W. K. Sease, General Agent, Columbia, Se C. 
Rickert-Mellinger & Priuce, Gen. Agts-, Lancaster, Pa. 
Hornberger, Schmitt & Co., Gen. Agts-, San Antonio, Tex. 


Title Guaranty Bldg. St.Louis, Mo. 
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the Springfield Fire and Marine is beyond 
question. Handsome gains were made last 
year, the assets having increased over two 
and one-half million dollars, while, after 
adding nearly $1,100,000 to premium reserve, 
the surplus increased by $900,000. 
President A. W. Damon and his able asso- 
ciates are entitled to congratulation upon 


was 


the resuft of the year’s work. 


New President of Standard Fire 


Owen J. Prior of Trenton has been 
elected president of the Standard Fire In- 
surance Company of that city at the fifty- 
second annual meeting of the board of 
directors. He succeeded the late ex-State 
Senator Jonathan H. Blackwell, who died 
suddenly last month at his home in Tren- 
ton after having been elected as the presi- 
dent of the company in place of the late 
William J. Mr. 
retary of for a 


Prior was sec- 
number of 


Lawrence. 
the concern 
years. 

The board has elected W. M. Crozer as 
secretary and Karl G. Roebling first vice- 
president; F. W. Wright, second vice-presi- 
dent, and R. J. Carey, assistant secretary. 


They are all of Trenton. 


Death of William N. Kremer 


\Villiam N. Kremer, former president of 
the Great American of New York, died at 
his home in New York city on February 11, 
after a lingering illness. Funeral services 
were conducted on Saturday, attended by 
many prominent insurance men. Commit- 
tees from the National Board, Eastern 
Union, New York Fire Insurance Exchange 
and the New York Board of Fire Under- 
writers attended in a body. Appropriate 


memorial resolutions were framed _ eulo- 
gvizing Mr. Kremer for his many noble 
traits. 


Recent Deaths 
Fire insurance circles in New York have re- 
cently lost by death the following: Frank J. 
Hawk of George F. Malby & Co., Frank 
McLaughlin of McLaughlin Bros., Brooklyn, 
and Morton Langfelder of Langfelder & Levy. 


Fire Insurance 


GEORGE W. BABB DEAD 


Former Northern Assurance Manager and 
President of Boards of Underwriters 

George W. Babb, who on December 31 
last retired from active business after thirty- 
seven years with the Northern Assurance 
Company, dropped dead from heart disease 
in the Lotos Club, New York, on Sunday 
last. He was seventy-three years old and 
from the age of twenty-three was connected 
with fire insurance, beginning as clerk in 
a Boston local agency. In 1882 he became 
special agent of the Northern Assurance 
Company and in 1885 manager of its North- 
ern Department. Four years later he was 
appointed manager of the New York De- 
partment of the Northern, the New England 
Department being added thereto in 
Later he became general attorney for 
company in the United States. 

In 1907 he was elected president of the 
New York Board of Fire Underwriters ani 
re-elected in 1908. In t1g11 he 
elected president of the National Board 
of Fire Underwriters and re-elected in 1912. 
Mr. Babb had always devoted considerable 
of his time to underwriters’ organizations 
and was the first chairman of the New Eng- 
land Bureau of United Inspection, as well 
as a member of the commitee which pre- 
pared the Universal Mercantile Schedule 
and a member of the committee which pre- 
pared the New York Fire Insurance Ex- 
change agreement. He organized the co- 
operative adjusting work of the committee 
on losses and adjustments of the New York 
Board of Fire Underwriters, 
first chairman. 

Mr. Babb was born in Boston in 1847. In 
addition to his insurance activities he was 
a member of the Chamber of Commerce, 
Merchants Association, Economic Club of 
New York, New England Society of Brook- 
lyn, Brooklyn Institute, Metropolitan Mu- 
seum, Lotos Club and Down Town Associa- 
tion. 


1896. 


the 


was re- 


and was its 


-V. Evan Gray of Toronto has been appointed 


Superintendent of Insurance of Ontario. 

Directors of the Phoenix Insurance Company have 
authorized an increase in capital from $3,000,000 to a 
to exceed $10.000,000, having 
been authorized by the Connecticut Legislature. 


figure not this move 
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NORTH BRANCH FIRE 


CAPITAL $500,000. 


OF PENNA., PITTSBURGH 


NET SURPLUS $68,381.07. 


INSURANCE 


CAPITAL $250,000. 


PITTSBURGH FIRE 


CAPITAL $200,000 
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COMPANY, 
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COMPANY, 


NET SURPLUS $160,473.14, 


PITTSBURGH, PA. 


NET SURPLUS $116,057.35 


SUNBURY, PA. 


ASSETS $1,392,556.14 


ASSETS $660,328.77 


ASSETS $644,677.62 
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Fire Marshals and National Board Heads 
Confer 

The annual conference between delegates 
from the Fire Marshals Association and the 
heads of the various departments and com- 
mittees of the National Board of Fire Un- 
derwriters was held on Tuesday and Wed- 
nesday in New York. The States of Illinois, 
Minnesota, Wisconsin, Indiana, Tennessee, 
North Carolina and Kansas were repre- 
sented in the Fire Marshals’ delegation. 
The main subjects of discussion were the 
extension of co-operation between the two 
organizations, and the methods by which 
the Fire Marshals Association might aid in 
furthering the fire prevention and conserva- 
tion campaign of the National Board. The 
law committee of the board met yesterday, 
and the committee on clauses and forms 
meets to-day. 


New Hampshire Fire of Manchester 

The year 1919 was an exceptionally favor- 
able one for the New Hampshire Fire Insur- 
ance Company of Manchester—the “sound, 
solid and successful” institution of the Granite 
State. The New Hampshire Fire is now in a 
stronger financial condition than at any pre- 
vious time in its history, and its fiftieth annual 
statement emphasizes the progressive spirit of 
this fine old company. Among the gains made 
last year were the following: In assets, $1,042,- 
738; in premium reserve, $562,591, and in net 
surplus, $376,079, 

The New Hampshire Fire now has $9,054,- 
148 of assets, a capital stock of $1,500,000, a 
reserve for reinsurance of $4,209,637, and a net 
surplus of $2,513,381, thus giving the company 
a surplus to policyholders of $4,013,381. . 

Frank W. Sargeant is president of the New 
Hampshire Fire, the other officers being: 
Walter M. Parker, vice-president; Frank E. 
Martin, George A. French, William B. Burpee 
and Charles E. Chase, secretaries; Gilman 
McAllaster, Victor E. Stevens and George W. 
Swallow, assistant secretaries. 


Stanley L. Otis Delivers Address 
Stanley L. Otis, secretary of the Insurance 
Federation of the State of New York, delivered 
an excellent address on the “Americanization 
Movement of the National Board of Fire Un- 
derwriters” before the Brooklyn Insurance 
3rokers Association on February 16. 
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CASUALTY, SURETY & 
MISCELLANEOUS 


General Accident, Fire and Life of Perth 

Large gains in 1919 are demonstrated by 
the financial exhibit of the United States 
branch of the General Accident, Fire and 
Life Assurance Corporation, Ltd., of Perth, 
Scotland. It is observed that the premium 
income increased $1,642,729, assets were 
augmented by the sum of $1,573,420, re- 
serves increased $1,406,456, and surplus ad- 
vanced to the extent of $166,973. These 
figures denote a very gratifying enlarge- 
ment of the company’s business during the 
past year. 

It has assets in the United States aggre- 
gating $5,553,446, and after providing an 
unearned premium reserve of $2,136,240 and 
a loss reserve of $2,050,421, and setting 
aside $516,296 for taxes and other liabilities, 
there remains a surplus to policyholders of 
$850,489. 

Frederick Richardson, the United States 
manager of the General Accident, 
titled to congratulation upon the company’s 
successful year. Its United States branch 
office is located at Fourth and Walnut 
streets, Philadelphia. 











U. S. F. and G. in Milwaukee 

The United States Fidelity and Guaranty 
Company announces the opening of a new 
branch office in Milwaukee, Wis. J. Tracy 
Hale, Jr., formerly of the Second Ward 
Savings Bank, is manager, and Geo. Hoff 
and Robert F. Ormond, who have been in 
the service of the company for several years 
are assistant managers. 

Hackett, Hoff & Thierman, Inc., who have 
successfully represented the company as 
general agents for Milwaukee county for 
the past twenty-two years, will continue 
in that capacity. 

Companies File Suit in Milwaukee 

The Northwestern National and the Home 
ot New York started their suit against the 
Goodyear Company, to cover the loss occurring 
out of the blimp disaster of last year on the 
Illinois Trust Savings Bank, in Milwaukee, 
instead of in Chicago, where the property 
was located. The reason for this is that the 
Chicago federal courts are so congested that 





Thursday 


cases are sometimes held up for a year or 
more, while in Milwaukee immediate action 
can be taken on the suit. The companies do 
not want to have to wait for their money. 


N. Y. Compensation Legislation 

Assemblyman Donohue has introduced a 
bill amending subdivision 7, section 3, 
workmens compensation law, by including 
in the definition of compensatable injuries, 
occupational injuries and occupational dis- 
eases arising out of the nature or character 
of the employment, regardless of accident. 


—The Norwich Union Indemnity has appointed 
C. O. Richard & Son general agents at Syracuse, 
N.. ¥. 

—J. Kenneth Hoag has joined the T. G. R. Pierson 
Company of New York, resigning as assistant to G. 
J. Barret, manager of the Insurance Department of 


the Emergency Fleet Corporation 





is en- s+ 





COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 


ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 























Insurance Accountants 
And Figuring Experts 





tions done by our Service Department. 
You can save Space, Time and Money, by calling Cortland 1429. 


Barrett System Company, Inc. 
15 John Street, New York 


SERVICE 


Any Agency can increase its volume of business by keeping its policy writing department up-to-date. 
We will undertake to write part or all policies at a nominal cost. This is only one of the many opera- 
Good substantial lines are often lost owing to lack of service. 
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CASUALTY CONFERENCE 





Health and Accident Underwriters Meet 
Next Week in Des Moines 





PROGRAMME OF THREE-DAY EVENT 





Socialistic Tendencies, the Monthly Plaf, the $9 
Policy, Among Subjects to Be Discussed 

An attractive 
winter meeting of the Health and Accident 
Underwriters Conference to be held at Des 
Moines next week has been elaborated by 
Miller Hamilton, as is 
shown in the following synopsis thereof: 


programme for the mid- 


President Isaac 


FIRST DAY 
Tuesday, February 24 
(Morning Session) 

Called to order, 10.30, President Isaac Miller Mamil- 
ton presiding. 

Addresses of welcome. a. Governor W. L. Harding 
of Lowa. b. Arthur C. Savage, Commissioner of Jn- 
surance, Des Moines, Ia. c. Fitzhugh, 
dent, Chamber of Commerce, Des Moines, Ia. 

Response, W. R. and 
manager, American Liability. 

President’s address. 

Reports of committees. 


Alex. presi- 


Sanders, secretary general 


(Afternoon Session) 

C. O. Pauley, chairman mutual section, presiding. 

“The Advantage of Non-Classification Weekly Bene- 
fit Health and Accident Insurance,’’ G. E. Harsh, vice- 
president, Federal Savings and Insurance Indianapolis, 
Ind. 

Discussion by A. R. 
Health and Accident, Benton 
president, Home 


secretary, Fidelity 
Mich.; F. H. 
Health, 


Arford, 
Harbor, 
Accident 


Goodman, and 


FOR LIFE 
COMPANIES 





REINSURANCE OF 


ACCIDENTAL DEATH 
AND PERMANENT 
DISABILITY FEATURES 


EMPLOYERS 
INDEMNITY 
CORPORATION 


KANSAS CITY 


CHICAGO 
Insurance Exchange 


NEW YORK 
35 Nassau St. 
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South Bend, Ind.; R. C. Fox, secretary. First National 
Accident, Fond du Lac, Wis. 

‘Why Mutual Health and Accident Insurance?” E. 
J. Faulkner, second vice-president, Woodmen Acci- 
dent, Lincoln, Neb. 

Discussion by Wm. F, Jarvis, president, Fraternal 
Protective, Boston; S. W. Munsell, secretary, Masonic 
Mutual Accident, Springfield, Mass. 


“Economy of Co-operation,’? W. W. Dark, secretary 
and treasurer, Business Mens Indemnity, Indianapo- 
lis, Ind. 


Beck, manager claim depart- 
ment, Interstate Business Mens Accident, Des Moines, 
la.; C. C. Criss, treasurer, Mutual Benefit Health and 
Accident, Omaha; G. A. Fairly, secretary and treas- 
urer. National Travelers Benefit, Des Moines, Ia. 

“Securing and Training Agents for Weekly Payment 
Health and Accident Insurance,’’ George R. Kendall, 
secretary and treasurer, Washington Life and Acci- 
dent, Chicago. 

Discussion by C. S. Drake, president, Empire Health 
and Accident, Indianapolis. 

“Should the Traveling Mens Associations Continue 
Writing a $9 Accident Policy or Issue a More Liberal 
Pohey at a Higher Premium?” A, J. Alwin, secretary- 
treasurer, Minnesota Commercial Mens, Minneapolis. 

Discussion by H. E. Rex, secretary-treasurer, Iowa 
State Traveling Mens, Des Moines, Ia.; A. V. Rieke, 
chief adjuster, Minnesota Commercial Mens, Min- 
neapolis, Minn. 


liscussion by E. R. 


SECOND DAY 
Wednesday, February 25 
(Morning Session) 

“The Careful Underwriter,” T. W. 
retary and counsel, American Life Convention, Omaha. 

“Ts It Necessary to Write Accident and Health In- 
surance on the Monthly Plan?” F. J. Tharinger, assist- 
ant secretary, Old Line Life, Milwaukee. 

“*Socialistic Tendencies as Affecting the Business of 
Insurance and How to Effectively Combat Same,” EI- 
mer H. Dearth, president, General Casualty and Surety, 
Detroit. 


Blackburn, sec- 


(Afternoon Session) 
“Accidental Death,’ O. B. Hartley, general counsel, 
Great Western Accident, Des Moines, Ia. 
“Development of Accident and Health Insurance,’ 
C. W. Van Beynum, The National Underwriter, Chi- 
cago, Ill. 
“Field for Disability Insurance,” 


Cameron H. Sand- 
ers, assistant secretary, American Liability, Cincinnati. 
THIRD DAY 
Thursday, February 26 

(Morning Session) 

“The Relation of Compensation Insurance to Per- 
sonal Accident Insurance, William McLaughlin, assist- 
ant geenral counsel, Southern Surety, Des Moines, Ia. 

“The Approval of Policy Forms in Iowa,” Thomas 
T. Watters, Jr., Deputy Insurance Commissioner, Des 
Moines, Ta. 

Thursday afternoon has been set apart 
to permit the delegates visiting the home 
the Des Moines insurance com- 
panies, where they will be made especially 


offices of 


welcome. 


Will Open Stamping Office in Philadelphia 

Secretary Ralph H. Goodwin of the Eastern 
Conference announces that arrangements have 
been made to establish a metropolitan stamp- 
ing office at Philadelphia, in the Commercial 
Union Building, 420 Walnut street, about 
March 1. The need for such an office has 
grown urgent during recent months. Secretary 
Goodwin will personally supervise the work of 
the bureau. 


The Globe Indemnity Company has been licensed 
in Mississippi. 

The appointment of John D. Lang of Wausau as 
statistical and actuarial clerk in the Wisconsin Com- 
mission of Mr. Lang is a 
graduate in economics and insurance mathematics. 
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Business Integrity . 


isimportant when the life of your 
organization depends upon the 
prompt settlement of all reinsur- 
ance claims. 

Our Company offers attractive 
reinsurance in connection with 
Compensation, Public and Gen- 
eral Liability, Accident, Health, 
Automobile or Burglary Risks 
packed by an excellent reputation 
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Allied AEtna Directors’ Meeting 


Rawdon W. Myers, the 
burglary department of the A*tna Casualty 
and Surety Company, was promoted to the 
secretaryship of the company at the meet- 
ing of directors of the Allied A2tna Com- 
panies in Hartford last Friday. A. R. Sex- 
ton and A. B. Palmerton, assistant depart- 
ment secretaries with the casualty company, 
were both made secretaries of the fidelity 
and surety department. 

As secretary of the A®tna Casualty and 
Surety, Mr. Myers—or, to give him his mili- 
tary title, Captain Myers—succeeds Vice- 
President D. N. Gage, who has in the past 
been both vice-president and secretary. 

Aside from the new secretaries mentione.! 
the allied 7Ztna directors’ meeting brought 
forth several Dr. William R. 
Miller was made associate medical director 
of the A&tna Life; Dr. George E. Tucker a 
medical director of the liability and com- 
pensation department. 

In the Automobile Insurance Company 
W. Elwood Jones was promoted from 
assistant secretary to secretary; J. C 
Barden was re-elected with the same title; 
J. S. Turn remains secretary of the New 
York branch; Mr. Jones specializes on 
fire insurance; George R. Fulton 
named assistant secretary with the Auto- 
mobile, while C. R. Ebert was made secre- 
tary of the marine department. President 
Morgan G. Bulkeley and all old-line officers 
of course, remain as in the past. 








secretary of 


changes. 


was 


Plate-Glass Agent for Continental 
The Continental Casualty now being in 
the R. 
W. Hyman Agency is handling the line for 
Cook county, Illinois, with J. J. Falvey in 
charge as manager of the 


the plate glass insurance business, 


burglary and 


plate glass departments. The company is 
using the Moore schedule, and the Hyman 
office issues its own policies and adjusis tts 
own losses. 
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Massachusetts Bonding and Insurance Com- 
pany 

Remarkable progress was made last year 
by the Massachusetts Bonding and Insur- 
ance Company of is demon- 
strated by a comparison of that company’s 
statement as of December 31, 1919, with 
that of the previous year. A few of the 
gains made were, in round figures, $1,200,- 
000 in premium writings, $800,000 in assets, 
$181,000 in net surplus, $532,000 in premium 
reserve, and $38,000 in claim reserve. The 
company now has admitted assets amount- 
ing to $6,238,920, and a surplus to policy- 
holders of $2,132,914, including $1,500,000 
capital. In addition the company has assets 
which it considers good amounting to $143,- 
440, which would correspondingly increase 
the amount of assets and surplus above men- 
tioned, and which makes the surplus to 
policyholders, as shown by its books, $2,276,- 
353. The Massachusetts Bonding and Insur- 
ance Company writes many classes of busi- 
ness and has grown steadily in strength and 
popularity. President T. J. Falvey is to be 
congratulated upon the successful record of 


Boston, as 


the company. 





Grady Challes With Federal Surety 
W. L. Taylor vice-president and general 
manager of the Federal Surety Company of 
Davenport, Iowa, announces the appoint- 
ment of Grady Challes of the Continental 
Casualty Company as superintendent of the 


Accident and Health Department of the 
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Semi-Annual Statement, 
December 31, 1918 


(Condensed from Statement to U.S. Treas Dept 


$2,770,083 .82 
1,288,016. 46 
1,000,000 00 

482,067 36 


Admitted Assets... 
Lia. and Reserves. 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 
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Burglary and Automobile Insurance 
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Federal Surety. Mr. Challes has already 


entered upon his new duties. He has had 
«a broad experience with other companies 
and has been with the Continental Casualty 
in its claim department since August, 1915. 
He was in the United States Army and went 
overseas with the Blackhawk Division and 
participated in the Meuse-Argonne offensive, 
He was later attached to the American 
Military Commission in Germany and re- 
turned from Europe last fall to resume his 
duties with the Continental Casualty. 


Malice of Union Plate Glass Setters Causes 
Losses to Insurance Companies 

Some rather losses have been 

sustained lately by plate glass companies 

handling risks in the Metropolitan district 

It has 


severe 


as a result of the glaziers’ strike. 
been frequently charged that union glass 
setters and cutters have deliberately caused 
the breakage of large plate windows which 
have been set by non-union labor by using 
flippers or pea-shooters to fire small metal 
balls which do just enough damage to make 
necessary the replacement of the whole 
plate. 


D. H. Cook Advanced tc Vice-Presidency 

At a meeting of the executive committee 
of the American Surety of New York held 
recently, D. H. Cook was elected a vice- 
president. Mr. Cook is superintendent of 
agencies, which office he retains. 

Mr. Cook entered the service of the com- 
pany October 5, 1900. He became Eastern 
district manager in October, 1913, assistant 
superintendent of agencies in October, 1914, 
and superintendent of agencies in January, 
1918. 





Ohio Industrial Commission 

At the end of the year 1919 there were 
still pending 5612 claims before the Ohio 
Industrial Commission. This is the smallest 
number for several years. Some 14,421 
cases were disposed of during December. 

A bill has been introduced into the Ohio 
Legislature providing for an increase in 
salary of the members of the Ohio State 
Industrial Commission from $5.000 to $6,500. 





Manton Maverick on Income Tax 
Manton Maverick, vice-president of the Con- 
tinental Casualty Company of Chicago, has 
written an interesting analysis of the effect of 
the income tax law on investments by insurance 
companies. 
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London Guarantee and Accident Company 

Great gains are noted on comparing the 
annual statement of the United States 
branch of the London Guarantee and Acci- 
dent Company, Ltd., of London, England, 
for the year ending December 31, 1919, with 
that of the previous year. The assets in- 
creased ‘over $2,130,000, the voluntary con- 
tingent reserve was increased $200,000, the 
claim reserve has been increased by over 
$1,750,000, the unearned premium reserve 


has increased nearly $400,000, and there 
still remains an increase in surplus of about 
$183,000. 

The United States branch now holds 


assets aggregating $14,156,932, has an un- 
earned premium reserve of $3,419,659, a 
voluntary contingent reserve of $700,000, a 
reserve for taxes of $655,995, and claim re- 
serves as follows: Compensation and 
liability departments, $6,948,950; credit de- 
partment, $204,916; all other departments, 
$374,734. The largest item among the com. 
pany’s assets Government, 
State, municipal, railroad and public utility 
bonds valued at $10,756,502. 

The London Guarantee and Accident 
writes in the United States the following 
classes of business: Workmen’s compensa- 
tion, empoyers’ liability, general liability, 
workmen’s collective, elevator, teams, auto- 
mobile, general accident, health, burglary, 
boiler, fly-wheel and engine insurance. Its 
head office is in Chicago, IIll., F. W. Lawson 
being its general manager. F. J. Walters, 
New York, is resident manager for the 
Eastern department: Elmer A. Lord & 
Company, Boston, are resident managers 
for the New England department; Stokes, 
Packard, Haughton & Smith, Philadelphia, 
are resident managers for the Middle de- 
partment; ‘Hoover & Diggs Company is 
general agent at Pittsburgh; M. J. O’Malley 
& Company are general agents at Scranton, 
Pa., and Hallar & Company of Frederick, 
Md., are general agents for Maryland and 
Southern Pennsylvania. 

The London Guarantee and Accident 
Company is over fifty years of age, and has 
been operating successfully for many years 
in the United States, where it has built up 
a reputation that is second to none. 


consists of 





—The Atwood Fire of New York is at present being 
examined by the New York Department. The com- 
pany will begin writing as soon as its license is 
granted. 





CRUM & 


FORSTER 


GENERAL AGENTS 


95 WILLIAM STREET 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D.C. 


F. M. GUND, Mor. Western Dept. 
“reeport, Illinois 
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The North River Ins. Co., N. ¥. 
Union Fire Ins. Co. Buffalo, N. Y. 


United States Underwriters’ Policy, N. Y. 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 


San Francisco. California 
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‘Aaste’ FOOD FOR REFLECTION 


in the U. S. Government Reports for 1918 and 1919 showing the remarkable gain of 





OKLAHOMA’S 


five leading crops as fellows: 


1918 1919 Gain 
a ee eee a $ 70,125,000.00 $197,600,000.00 $127,475,000.00 
Corn and Kaffir......... 62,865,000.00 174,803 ,000.00 111,938,000.00 
WN 425608 bae8 weeeees 66,127,000.00 115,146,000.00 49,019,000.00 
ee ee 21,821,000.00 33,716,000.00 11,895,000.00 
Ee FEE Le eee 13,202,000.00 26,950,000.00 13,748,000.00 











$234,140,000.00 $548,215,000.00 $314,075,000.00 


Oklahoma leads the entire United States in the average yield per acre last year of all 
crops combined and duly weighed, compared with their yields for recent years, with a 
percentage of 138.7. Texas is second with 124.2%, Nebraska third with 114.5%, and 
Kansas fourth with a percentage of 110.8%. 


Such agricultural prosperity reflects handsomely the stability and superior value of 
Oklahoma Farm Mortgages. 
During times of declining prices for speculative securities it must be very gratifying 


to know that your surplus is invested in sound and seascned investments. 


Our Oklahoma Farm Mortgages have stood the test of time until at present the 
demand generally exceeds the supply. 

If you have funds to invest we will be glad to submit some of our carefully selected 
offerings for your consideration. 





THE F. B. COLLINS INVESTMENT COMPANY 


OKLAHOMA CITY OKLAHOMA 











33 





THE SPECTATOR 


Thursday 











Agency Wants 


Prominent Agents and Brokers 








GETTING PROSPECTS 


During a seven day campaign in 1919 I obtained, through a unique, copy- 
righted method, the name, address, rural direction, age, birthday, and occupation 
filed on separate cards by 2500 people in my community between the ages of 14 
and 60. ‘This list of leads in my territory is of unlimited value to me and a similar 
list of people in your community would be of the same value to you. Wrote personally 
200 life applications during 1919, paid for over one million dollars of personal busi- 
ness, and was leading agent throughout the U. S. A. amongst all the Pacific Mutual 
roo Se Further information given free by Felix M. Locher, P. O. Box 697, Visalia, 
California. 


WANTED 
Accident and Health Underwriter 


Underwriter experienced in examining and selecting risks, corresponding with agents, 
supervising clerical assistants, directing and controlling detail work, wanted as assistant 
to head of department of company writing high class commercial business. Good 
opportunity for right man. Please state age, experience, past and present connec- 
tions and salary expected. Communications considered confidential. Address 
‘*Underwriter,’’ Care of SPECTATOR. 








Stock Salesmen Wanted 


If you are a high-class: experienced stock-salesmen, it 
it will pay you to investigate our proposition. We want good 
men to work in Louisiana. Pay liberal commissions and 
co-operate personally with our salesmen. 

Stock selling rapidly. | Credentials required. 


Liberty National Fire Insurance Company 
(ORGANIZING) 


303-4-5 Marine Bank Bldg,, New Orleans, La. 











HELP WANTED—MALE 


SALESMEN—two energetic live-wire compensation 
and liability salesmen (mutual experience preferred ). 
Must be capable of opening up and managing new 
territory. State age, experience, yearly premium 
writings and salary expected. Replies confidential. 
Federal Mutual Liability Insurance Company, to 
Tremont street, Boston, Mass. 




















Prominent Agents and Brokers 





J. L. MITCHELL 


Is prepared to successfully negotiate and finance the reinsurance or Cone 
solidation of either Legal Reserve, Mutual Assessment or Fraternal Life 
Companies, Associations or Orders. 


Temporary money advanced on strictly private arrangements. 
All communications held personal and confidential. : 
Addresa J. LU. MITCHELL, 804 Masonic Temple, Chicago, Ill. 





Medical Examiner 








R, D. MacKINNON, M. D. 


PRACTICE LIMITED TO INSURANCE WORK 


Compensation, Accident and Health 
and Liability Lines 


39 WALNUT ST., PHILADELPHIA, P 





LEON IRWIN & CO., Inc, New Orleans, La. 


REPRESENTING 


American Eagle : . Maryland Casualt 
Automobile-H artford et ie New York Plate Glass 
British-Amer.Assurance Philadelphia Underwriters Indemnity Company 
Fidelity-Phenix Stuyvesant of America 
Insurance Underwriters Automobile Insurance 


BROKERS LINES SOLICITED 











NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLEMANNIA 
FIRE OF PA. CAPITAL FIRE OF N. H. 
GEORGIA HOME OF GA. UNITED 
AMERICAN INS. OF PA. 


P. B. DUTTON, MGR., ROCHESTER 


























F. JANSSENS 


wd Agent d’Assurances 
et de 
Reassurances 
Anvers Bruxelles 


2 Courte rue des Claires 28 rue St. Michel 








Actuarial 








FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. 5S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F.A.S. 


CONSULTING ACTUARIES 
85 Nassau Street New York 


MILES M. DAWSON & SON. 
CONSULTING ACTUARIES 


141 BROADWAY. NEW YORK 





3. H. NITCHIE 
ACTUARY 


19 SOUTH LA SALLE STREET 


1228 Association Building Go 
CHICA 


Telephone. Central 3462 





PAUL L. WOOLSTON 
INSURANCE EXAMINER, ACTUARY 


AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL 
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Actuarial 





Actuarial 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 
76 WEST MONROE STREET CHICAGO 


Telephone, Randolph 912 





FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


8Il-812-813 HUME-MANSUR BLDG., INDIANAPOLIS, IND. 





JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 





JNO. A. COPELAND 
CONSULTING ACTUARY 


124-126 HURT.BLDG. ATLANTA, GA: 


402-404 Kraft Bullding 





, 3 SIGTENHORST 


CONSULTING ACTUARY 





NATIONAL CITY BANK BUILDING WACO, TEXAS 





FREDERIC S. WITHINGTON, F.A.I.A. 
CONSULTING ACTUARY 


Des Moines, lowa 


Telephone Walnut 3761 





W, H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 





256 BROADWAY NEW YORK 
W, ®: HALLIDAY 
CONSULTING 
ACTUARY 
INSURANCE EXCHANGE CHICAGO 





JAMES H. WASHBURN, F.A.I. A. 


CONSULTING ACTUARY 
ROOM 1303 165 BROADWAY, NEW YORK CITY 


Expert Advice on Domestic, Tropical and Semi-Tropical 
Business 


Cable Address: Gertract, New York 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 Broadway 





New York 





T J. McCOMB 
CONSULTING ACTUARY 


Colcord Building OKLAHOMA CITY, OKLA. 





F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


Buorwe & SPmAKMAN 


Certified Public Accountants THE BOURSE, PHILADELPHIA 





: C. RAFFERTY 


CONSULTING ACTUARY 
Sulte 714 Weightman Building 
Philadeiphia, Pa 





Complete Rate Books Formulated 











Insurance Lawvers 








IRELAND 


GEORGE McILDOWIE & SONS Attorneys-at-Law Belfast, Ireland 
Refer to Equitable Life, Mutual Life, New York Life, M litan, Etna Life, Joba Hancock 
Mutual, Illinois Life, Boston Mutual and American Consul at ‘fait. Cables: Mclidowie, Belfas 





Insurance Examiners and Adjusters 











CLAIM SUPERVISION 


The busy claim executive likes to feel that 
the cases he refers to a field representative 
will be promptly and efficiently handled with- 
out further supervision. 


Liabilit 

Compensation R. L. NASE Viewing. 
A aaa Adjuster for Casualty Companies ane 
Health 1109-10 Mutual Bldg,, Richmond, Va. Carolina 


Claims 














TRUST ESTATES 
By W. J. Stnciarr 

Well-to-do men frequently have their minds burdened with the necessity of making 
some fitting provision for those who will survive them. A leaflet publisked by The 
Spectator Company entitled “Trust Estates” sets forth convincingly the methods 
and advantages of creating a trust fund with a life insurance company to provide an 
annual income in bey —S real business producer. 

Prices: per copy, 15 cents; copies, $4,00; 100 copies, $6,00; 500 copies, $20.00; 
1,000 copies, $35.00; 5,000 copies, $150.00} 10,000 copies’ $240.00. aii 


THE SPECTATOR COMPANY 
CurcaGo OFFICE 


Insurance Exchange 135 William Street 


New Yor«e 
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Cc. A. PALMER, Prest. S. D. ANDRUS, Vice-Prest. 
W. A. ELDRIDGE, Sec. and Managing Underwriter. 


The Inter-State Fire Insurance Co. 


OF DETROIT, MICHIGAN 
406-412 DIME BANK BUILDING 





oe So ee eee ce eek eee . $616,934.38 
LIABILITIES, INCLUDING CAPITAL........... 553,387.67 

Pe ID a bo oe SERS aS ss siss ees Shun aie $58,546.71 
SURPLUS TO POLICYHOLDERS.......... . . $317,696.71 


AGENTS WANTED-IN MICHIGAN, OHIO, INDIANA AND ILLINOIS 


Western Michigan 
General Agency Openings 
OUR POLICIES SELL 


RATES PER $1,000 





eee eee ee eee pe PSV 8 838FABRS BI pn eee eee eses 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 











MISSOURI LIFE AND ACCIDENT 
INSURANCE COMPANY 


of St. Louis, Mo. 





Policies Issued on the Weekly Plan Only 


‘‘Our Record is Our Reputation” 


W. A. JOHNSON, Pres. J. A. WALKER, Secy. 

















Reserves and Surplus to Policyholders A Good Policy 


$1,685,000.00 93 IN 1” 
anes LIFE 
Ripe seat 


INSURANCE CO. 
SEATTLE, U. S. A. 


Protection to you 
while living,andtc 
yours afterwards 





Good Agency Cor- 
tracts to Reliable 
“Live” Insurance 
Men—Write today 


D. B. MORGAN 
President 


Home Offices, Northern Life Building 
Fourth Ave. and Seneca St, 




















Casualty Life 


RE-INSURANCES 


WILLIAM C. SCHEIDE & CO. 


(INCORPORATED) 


HARTFORD, CONN. 


Fire 











WHAT MONEY COULD NOT BUY 


The name Massachusetts Mutual is packed full of meaning to 
the insuring public. It stands for perfect protection at low net cost, 
for absolute security, and for unexcelled service. It stands for some- 
thing which no money could buy—an untarnished reputation. Sixty- 
eight years of square dealing have gone into the making of that name. 
Is it strange that it means so much to the representatives of the Com. 


? 
sitio’ Joseph C. Behan, Superintendent of Agencies 


MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 
Springfield, Massachusetts. 
Incorporated 1851. 











The Sub agent who is producing a fair amount of 
good business would do well to tie up under our direct 
contract with the Company and secure home office 
assistance and full general agent’s commissions. 

The young company appreciates the value of a good 
representative. Here is a chance to grow with a 
growing company. 


PURITAN LIFE INSURANCE COMPAN 


Organized 1907 
HOME OFFICE PROVIDENCE, R. I. 











OD SEROMA 





Extracts from Report of Examination of 


Southwestern Life Insurance Company 
By the State of Texas, June 28, 1915. 
“It is noteworthy that this Company was organized 
without any promotion expenses.” 


“TI beg to report further that I find the Company in 
-xcellent financial condition. The volume of its business 
has steadily increased, its surplus is growing rapidly and its 
funds are being carefully conserved under expert super- 


vision.” 
HOME OFFiCE, DALLAS, TEXAS. 
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SALARY AND COMMISSION 


offered to capable man to manage an im- 
portant open territory, comprising seven 
counties in Pennsylvania. Address 


W. E. NAPIER, Secretary 


SCRANTON LIFE INSURANCE CO. 
SCRANTON, PENNA. 














WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI, WEST VIRGINIA 


Guaranteed low cost policies. As good as we can make them, 


Any one of the above is an absolutely first class opportunity. Ii 
your record is clean and you can furnish evidence of your Ability as a 
Personal Producer, your application will be considered. 


Address S. W. GOSS, Vice=President 
SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 
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Sound, Solid and Successful 





Fiftieth Progressive Annual Statement of the 


NEW HAMPSHIRE FIRE 


Insurance Co., Manchester, N. H. 








STATEMENT JANUARY 1, 1920 











ASSETS LIABILITIES 
United States Liberty Bonds.......... Si.soneeeao Capital Dheck.... . 2... ecccc cece $1,500,000.00 
United States Bonds................ 79. 500.00 Reserve for Re-Insurance............. 4,209,637.00 
Bem ge ta eS jams Reserve for Tomes. ..........2 62554: 486,105.92 
CCT S OTE ares 293,500.00 pd ‘ as 
ae ; a sae 5 Ok ar on Reserve for ‘Taxes and Expenses accrued 
Municipal and other Bonds and Stocks. 5,835,375.25 but not due..................2e. 285,000.00 
Loans on Bond and Mortgage, etc...... 78,944.89 Reserve for Dividends accrued but not 
Cash in Banks and Office............. 466,085.45 OS EE IO FI CAS Oe: eB 60,024.00 
Uncollected Premiums, etc............ Seeeace «= PRE I. | 8 ni ice scence wes 2,513,380.92 
$9,054, 147.84 $9,054, 147.84 
OFFICERS 
FRANK W. SARGEANT, President 
WALTER M. PARKER, Vice President NATHAN P. HUNT, Treasurer 
FRANK E. MARTIN, Secretary WILLIAM B. BURPEE, Secretary 
GEORGE A. FRENCH, Secretary CHARLES E. CHASE, Secretary 
GILMAN McALLASTER, Asst. Secretary VICTOR E. STEVENS, Asst. Secretary 


GEORGE W..SWALLOW, Asst. Secretary 














GENERAL ACCIDENT 
UNITED STATES BRANCH 





Financial Statement, December 31, 1919 

















ADMITTED ASSETS LIABILITIES 
ee a ear $3,676,602.30 Unearned Premiums.............-..-. $2,130,239.81 
Real Estate 223 649 Q> Reserve: fOr LOSSGS¢ «cig c.cc aa osee o 2,050,421.49 
Peal HW ere nek Te ate oe aii Q 6 Reserve for Taxes and all other Lia- 
as g q ‘ ES 2a = “<46,8 - 
fash on Hand and in Banks............ 215,408.36 Ble. ook oeevaicencdacs 516,295.72 
See FN io 25 a eens Raivea es 1,4375785.95 
4,702,957.02 
Surplus to Policyholders................ 850,489.41 
$5,553,449.43 
ni $5,553,440.43 
Increase in Premium Income.......... $1,642,728.68 Increase in Reserves........ccccececes $1,406,456.01 
Taewense @ ASS. oc cee ei ceases $1,573.420.41 Increase in Surplus. ........<s0ssweees $166,973.40 


GENERAL ACCIDENT 


FIRE AND LIFE 


ASSURANCE CORPORATION, Ltd. 


FREDERICK RICHARDSON, General Building, 


United States Manager Fourth and Walnut Streets, Philadelphia 
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National Life Insurance Company 
of the Southwest 


The company to represent in New Mexico and Arizona 
**More days of Sunshine’’ 


For attractive agency proposition Write 


E. T. CHASE 


Secretary &@ General Manager 











ALBUQUERQUE, NEW MEXICO 





Stop! Look! 
é Listen! 


A Michigan Company 


for 


Michigan People 





Detroit, Michigan Liberal Contracts to Live Agents 


ELMER FB. DEARTH Upto the minute policies. Write us. 
President 


























STATE MUTUAL LIFE ASSURANCE CO. 
CF WORCESTER, MASS. 
Incorporated 1844 
1919 
SEVENTY-FIFTH ANNIVERSARY YEAR 
For 75 years—far longer than the average 


life—the STATE MUTUAL has furnished 
unsurpass2d protection and service. 
Additions are made to our agency force when the 
right men are found. 


B. H. Wright, President D. W. Carter, Secretary 
Stephen Ireland, Superintendent of Agencies 


Equitable Life Insurance Company 


of the District of Columbia 








ORDINARY AND INDUSTRIAL 


Established in the District of Xolumbia, West Virginia, Ohio and Delaware 


. HENRY P. BLAIR 
.__. JOSEPH SANDERS 
WILLIAM A. BENNETT 


President 

Vice President ; ‘ - can 
2nd Vice President (Agency Supervisor) 
Secretary . ‘ . ; ; r ° , ALLEN C. CLARK 
Actuary . ; ‘ ‘ GILBERT A. CLARK 


Main Office, 816 14th St., N.W., WASHINGTON, D.C. 
‘* Strong as the Strongest’ 


The Northern Assurance Co. 
(Ltd. of London) 
Organized 1836. Entered United States 1854 





Lossespaid, - + + +2 .e. .« 
Losses paid in United States - - 


$113,000,000 
$42,000,000 


Eastern and Southern Departments: 


55 JOHN STREET = = = NEW YORK 


ZURICH 


GENERAL ACCIDENT AND LIABILITY INS. CO., Limited 
All Classes of Casualty Insurance 


Immense Resources 


Agents who are Expert are invited to communicate with us 


United States Head Office 431 Insurance Exchange, Chicago 
































We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. 
vestigate. 


It will pay anyone interested to in- 


All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 














High Class Salesman Wanted 


to sell American Credit Insurance 


Credit Insurance begins where Fire Insurance stops—after 
merchandise has left the protection of four walls, and been 
turned into accounts. 


And American Credit Insurance does far more than merely 
provide for the payment of abnormal losses. It establishes 
a safe credit basis. It promotes the means to prevent losses. 
It eliminates waste, and reduces the failure rate. 


Thus, when you sell American Credit Insurance, you are 
selling a constructive and highly desirable Service needed 
and wanted by the leading Manufacturers and Jobbers. 


This calls for integrity and ability of the highest order— 
for an Al salesman. To such a man we can offer an un- 
usual opportunity. 


Commission basis only. 


THE AMERICAN CREDIT 
INDEMNITY COMPANY 


of NEW YORK E. M. TREAT, President 


‘91 William Street 
New York 


415 Locust Street 
St. Louis, Mo. 


Offices in all Principal Cities 


A. B. Treat, Gen’! Eastern Mgr. 
91 William Street New York 
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ASSET 
Book Value of Real Estate. Ne ethene lg RAS Oe we Oe ee eee 
Real Estate Loans... Sata Va Were ae 
Charged to Bureau of War Risk Insurance....................- 
I NN oa 8 po oi iy wh eke o's ob Sig doy ee Mae Ka ee ee ee 
Renewal Prensa NOUS. 2h. dice ess ba econ basins opevenecws 


n 


202,404.82 
10,724.45 


RNIN oo sin a a crore a c=. aimee Minar by, Oe a Sr ORS ae RAle wee 274,160.13 
Liberty and Victory Bonds... «i. .iscccstccssccssccceccessss 44543 
CI eras ion ar Oe wlan or hea ip eae aoa Kan NTA Meee Ra ate 98,173.61 
@ertinieates OF Dense i5 ook ca won che awwe ewww ues eres . 231,569.27 
Agents’ Balances, net. Car Riles Sie See Sd ace rene aera aa 7,175.41 
U. S. Certificates of Indebtedness................ccecccecceees 70,000.00 
GC NIE VR ER AINE ooo k oo aes we ie oe eb deel he OT ee tleero alone 1,157.22 


EIGRCSE Pirie Gil ACOVUCE boas cco enor tile wine tales meee: eee 44,237.29 
Net Amount of Uncollected and Deferred Premiums (less loading 


GU MON-AGICCEED SUCTION © oie ios ce ean hora we weleee ae ence wens 33,051.51 


ADMITTED ASSES 2 0556s cece cee .. .$2,745,851.68 


ASSETS 
Dec. 31, 1911 
$525,828.49 
Dec. 31, 1913 
— 984. ie 
31, 191 


$1, 204, 140. 47 
31, 19 
$1, 925, 369. 94 


Dec. 31, 1919 


in 745,851.68 


SURPLUS AS TO POLICY HOLDERS, $580,347.97 


MONTANA LIFE INSURANCE COMPANY 
OF HELENA, MONTANA 


Paid up Capital $250,000.00 
$1,798,843.00 in Approved Securities deposited with Montana Insurance Department 


STATEMENT AT CLOSE OF BUSINESS DECEMBER 31, 


1919 
LIABILITIES 
Resesve (edd se-inurance) «osc ck hn oc ccddadascdoccaecdan $1,705,299.00 
Extra Reserve for Double Indemnity and Total Disability. . 65,870.00 
Not Yet Due on Monthly Income Policies... .. 21,242.00 


Death Claims Reported (Complete proofs not seniiiied. etc. = 
Coupons left with Company and Interest thereon. 


39,404.00 
293,366.00 


Renewal Premiums paid in advance.. 5,241.11 
Unearned Interest paid in advance.. ; 6,327.00 
Medical Examiners’ Fees and Sennectinn a ( Pa >. 2,364.50 
Other Accrued Bills. 2,378.10 
Accrued Taxes (Estim: ated). 24,012.00 


$2,165,503. 71 


250,000.00 
330.347.97 


CAPITAL STOCK. 
NET SURPLUS.. 


INSURANCE IN FORCE 
Dec. 31, 1911 
$2,840 ,000.00 
Dec. 31, 1913 
$7, sly 00 
$11,478, 869. 00 
Dec. 31, 191 
$20,598,4 0 2.00 


Dec. 31, 1919 


$30,747,236.00 





OFFICERS 


A. C. JOHNSON, President H. R. CUNNINGHAM, General Manager 











H. M. FROMAN, President CLAUDE F. SNYDER, Manager J.L. WATKINS, V.-Pres. and Treas. 


Tenth Anniversary 


HENRY CLAY 
FIRE INSURANCE COMPANY 


Statement January Ist, 1920 











Established in 1914 





Organized in 1910 





ASSETS LIABILITIES 

120 SRA en one Cie Bertie LA hry Aen Open pemen pee ed $408,194.54 Capital, Fully Paid... 2 22.2 ck cc csesace sae ee $450,000.00 
VOR E NMOS coro) nc cates ica: si ava ats ao trate ern erereratns 144,972.33 we ran Ser 
State and County Warrants. ... 2... 26sec csnens 242,692.15 Reserve Unearned Premiums ................... 302,311.53 
Premiums in Hands of Agents .................. CO2EEG Resetve Foe Loesess . ...<.6c5'- cece one st eacsenews 37,402.58 
SUG GL SS a Rann Oe ice ieee nee ere alam epee cariciete 26,355.00 ee ; oi eile prea 
ee we a ee cs 103,155.43 Reserve for Taxes And All Other Liabilities ...... 23,500.00 
Caleta LOAN. ooo oo ao aid Ka ee Ae BR TGee Oe. Nae Sumit ak oon Soe kaw eaten eee eae ae 218,576.62 
Accrued Interest and Rents ........-2<+ 22-2. 13,177.30 oe : oe 
Reinsurance Bosses DUC... 6. 45. dau k hota soeus -__ 5,199.02 Surplus to Policyholders........... $668,576.62 

$1,031,790.73 $1,031,790.73 

At Ghent, Belgium, December 24, 1814, Henry Clay Signed the Peace Treaty 


THE TREATY UNDERWRITERS 


Was Established at Lexington 100 Years Later by 
The Henry Clay Fire Insurance Company, of Kentucky 





Popular Company For Popular Agents 
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THE CALL OF THE WEST 


Where Nature and Industry Combine 
under the Inspiration of the Wonderful 
“Spirit of the West,”—The Spirit of Prog- 
ress—in furnishing the Life Insurance Sales- 
man a field where his highest ideals may be 
realized in the fullest measure. Where the 
sun shines 365 days in the year and there are 
no limitations of weather conditions to hand- 
icap Ambition’s urge of the man who WILL. 











THE WEST COAST LIFE is calling for Reapers—salesmen 
of successful experience and high ideals in Life Insurance Service 
—to join itt FOURTH CAMPAIGN OF THE GOLDEN 
HARVEST, which began September Ist and will continue 
throughout the remainder of the year. 


The harvest is ripe for the sale of West Coast Service and the 
financial rewards are unusually liberal and attractive to life 
underwriters who desire to build a profitable future in the land 
of perennial sunshine and prosperity. 


If YOU feel the Call of the West, obey that impulse by writing 
at once to 
CHAS. W. HELSER, Vice-President 
“WEST COAST LIFE” 
376 Pine Street San Francisco, Cal. 











Insurance Company 


of North America 
PHILADELPHIA 


This Company is now in its [28th year— 
has paid every loss without fuss or red tape. 


Today it is stronger than ever to meet the 
complex needs of the hour. 


Capital - - - $ 4,000,000 
Losses Paid Over 211,000,000 


The Oldest American Stock Insurance Company 
Marine Department Managers 


Darby, Hooper & McDaniel Platt, Fuller & Co. 
59 John Street 27 William Street 


Brokerage and Service Department 
CHARLES F. ENDERLY, Mgr. 
111 William Street 

New York . 


FIRE AUTOMOBILE MARINE 


Metropolitan Managers 











ACTUAL RESULTS FROM 


SCIENTIFIC—FIRE—Loss—ADJUSTMENTS 


EXPLAINED FULLY IN OUR NEW BOOKLET 


‘Proof of Service’’ 


MAILED FREE TO FIRE INSURANCE BROKERS 
AND AGENTS 


STANDARD APPRAISAL COMPANY 


HOME OFFICE 


CHICAGO s) 6 PIN E STREET BOSTON 
seed NEW YORK oe 


TORONTO 




















February 19, 1920 


THE 


SPECTATOR 














T Policies that promptly respond to 

the up=to=date needs of the public 
and proven field programs that result 
in larger incomes to agents make 
this an ideal company to represent. 


mh 





1894 1920 


STATE LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


OVER SEVENTEEN MILLION 
DOLLARS IN SECURITIES 


Deposited with Auditor of State of 
Indiana for the Sole Protection of 
Policyholders. 


mye sone 


™ © 





Good Territory and Remunerative 
Contracts for Men Who Can ‘*‘Do 
Things.”’ 
On Agency Matters Address 
CHAS. F. COFFIN, Vice-President 


xP SO 








Aste ZAP DA =O Cee Ce KON AHA 














PUBLIC LIFE INSURANGE CO, 


$500,000 Authorized Capital 
is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


LOUIS NAROWETZ, President 


108 So. La Salle Street CHICAGO, ILLINOIS 











PHILADELPHIA 
LIFE INSURANCE 
COMPANY 


111 North Broad St. Philadelphia, Pa. 


A. J. Maloney, President. William H. Hubbard, Secretary, 


Ernest M. Blehl, Actuary. F. G. Combes, Treasurer. 


Abstract from the Fourteenth Annual Report 
for the year ending December 31, 1919. 


$6,699,996. 32 
Increase 


Gross Assets.......... 
$411,267.94 


Policy Reserve and other 


Liahéitties......... $5,940,525.99 
Increase $394,261.54 
PRS x6 ana nzn tek es $ 759,470.33 


Increase $ 17,006.40 


Received for Premiums. $1,501,391.03 


Inerease $252,022.04 


‘Votal Ineome:.... 4. <. $1,go1,889.79 


Tnerease $3 12,396.95 


New Insurance Paid- 

$13,465,01 1.00 
Increase $4,793,734.00 

Total Insurance in 

$48,625,799.00 
Increase $9,407,960.00 
Open Territory in the following States: Tennessee, 

Indiana, New Jersey, Michigan, Minnesota, Maryland, 

Kentucky, Delaware, Ohio, West Virginia, Virginia, 

Pennsylvania, North Carolina, Illinois, District of Co- 

lumbia, South Carolina, Georgia. For terms write A. M. 

Hopkins, Superintendent of Agencies, Home Office, 


Philadelphia, Pa. 
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Great Southern 
LifeInsurance Co. 


of Texas 





Insurance in force over $80,000,000.00 





Assets over $10,000,000.00 


Dallas Texas 








SAFETY for 
THE WIDOW’S MONEY 


Through The 


MONTHLY 
INCOME 
PLAN 





A brilliant presentation of 
the Monthly Income Policy 
is just off the press and is 
ready to supply to those 
-desiring a powerful aid to 
| the sale of this great busi- 
ness-building policy, now 
just coming into its own. 


Printed attractively as an 
8-page leaflet, vest-pocket 
size. 








A Sample Will Convince You 
Send For It. 





The Insurance Field Company 


INCORPORATED 


P. O. Box 617 Louisville, Ky 











The 
BERKSHIRE LIFE INSURANCE CO. 


of Pittsfield, Mass, 
Inc. 1851 





W. D. WYMAN, President 





























A purely mutual company, issuing all desirable 
forms of life insurance. 


Attractive Literature 


Ambitious, Productive and Trustworthy Life 
Agents may be benefited by corre- 
sponding with 


W. S. WELD 
Superintendent of Agencies 





























Desirable 





openings in North Carolina 
to a limited number of men 
able to furnish good references 


By 


SOUTHEASTERN 
LIFE INSURANCE CO. 


of Greenville, S. C. 


APPLY TO 
C. W. ESTES, Supt. of Agents 
Columbia, S. C. 








Thursday 
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Service Financial Stability Non-Technical Contracts 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTD. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPAny 
OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, “AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT. HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 
33 Broad Street, Boston 


Dwight & Hilles, Resident Mgrs. for N.V. State, 56 Maiden Lane, N.Y. 





CASUALTY 
INSURANCE 


SURETY 
BONDS 


NEW YORK 


CHARLES H. HOLLAND, PRESIDENT 




















WE WANT AGENTS 
to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
© ‘contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Mgr. 
Heme Office—Register Tribune Bldg.—Des Moines, Iowa 





GEORGE WASHINGTON LIFE INSURANCE CO. 
Charleston, W. Va. 


The popularity of our SPECIAL CONTRACTS such 
as ENDOWMENTS at Ages 60, 65, 70 or 75, and our 
MONTHLY INCOME COUPON BOND POLICIES, mean 
SUCCESS to wide awake Insurance Salesmen. 

We also write TOTAL DISABILITY which provides 
for Waiver of Premium and Monthly Income and a clean 
cut DOUBLE INDEMNITY BENEFIT. 

Just at present we have a few attractive Agency 
openings in the State of OHIO. For particulars address: 


C. B. BEAUMONT, State Manager 
2205 East 83rd St., Cleveland, Ohio 

















a - 
Home Friendly Society 
of Baltimore, Maryland 
has grown so in popularity until it 1s now generally conceded to be 
“one of the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 
Write for 


Rates ani Terms to Agents 





SISTA IVAE® 
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@hiitelatel 


PURE LIFE 
INSURANCE 
PROTECTION 


ATTRACTIVE 
CONTRACTS for 
MEN OF ABILITY 


FOR FOLDER. 
SHOWING ELABORATE DISPLAY 














PIONEER LIFE INSURANCE CO. OF AMERICA 


Kansas City, Mo. 
POLICIES THAT SELL 


Double Indemnity for accidental death. 
Total and Permanent disability benefits, 
Partial disability benefits. 
Surgical Operation benefits. 
Annual Dividends. 
Policy Ivan insurance. 
Freedom, occupation and travel. 


TERRITORY OPEN IN MISSOURI AND KANSAS. 
John W. Cooper, President. 














CALEDONIAN INSURANCE COMPANY 


OF’ SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


U. S. Head Office: CALEDONIAN BUILDING, 50-52 Pine Street, N. Y. City 


CHAS. H. POST, U. S. Manager 
R. C. CHRISTOTHER, Assistant U. S. Manager 
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NEW YORK LIFE INSURANCE CO. 


(Incorporated under the laws of the State of New York) 


346 & 348 Broadway = = New York, N. Y. 


DARWIN P. KINGSLEY, President 
TO THE POLICY=HOLDERS: 


Life Insurance has suddenly taken on a new importance. Everybody wants it. 
This indicates that the public has begun to understand the economic value of the principle on which 
life insurance rests, and it also demonstrates the high regard in which our life companies are held. 


THE YEAR 1919. 

For the New York Life 1919 was in many respects the greatest year in its history. 

Our new business ($531,000,000) exceeded the new business in any previous year by nearly $200,000,- 
000. Our new business was written exclusively on the lives of individuals who made application to the 
Company and does not include any so-called Group insurance. 

Our Mortality returned to normal figures, after the heavy mortality from influenza in 1918, which 
extended through the first four months of 1919. 

The Russian Soviet Government by decree made life insurance a government monopoly in Russia and 
proceeded to liquidate the business of all life insurance companies, both domestic and foreign. Having by 
this decree assumed our liabilities, the government took possession of our property in Russia, including our 
investments which were chiefly railroad bonds guaranteed by the Russian Government, and purchased 
with moneys accumulated from premiums paid by Russian policy-holders. 

With the concurrence of the Superintendent’of Insurance of the State of New York, approved by the 
Convention of Insurance Commissioners of the various States, we have’ eliminated both Russian assets and 
Russian liabilities from our statement for the year 1919. 

There are no material complications elsewhere in our foreign business. 

The decrease in assets at the end of 1919, by comparison with assets at the close of 1918, is due to the 
elimination of the Russian business and to the fact that in the assets at the close of 1918 there were about 
$22,000,000 which we had borrowed. to purchase Liberty Bonds. 

Taking account of these items, the assets in 1919 made a normal increase. 

Safety funds increased during the year over $5,000,000. 
On December 31 our investments in Liberty Bonds and Victory Notes exceeded $100,000,000. 








Balance Sheet, January 1, 1920 





ASSETS ' o LIABILITIES 
Real Gatate.......:.<........- 9,070,481.00 ne 
Loans on Mortgages........... 159,869,677.31 enc oe a aa drip mine 
Loans on Policies.............. 145,185,934.77 er Policy Liabilities........ 24,398,333.52 
Loans on Collateral. . 159,000.00 Premiums, Interest and Ren-= 
Liberty Bonds and Victory tals prepaid.............0.05- 4,360,124.68 
et a ar, barns 100,605,626.80 Taxes, Salaries, Rentals, Ac= 
Government, State, County and ee 4,991 ,560.94 
Municipal Bonds............ 147,363,654.60 Additional Reserves........... 6,072,091.44 
Railroad Bonds... 344,053,001.96 | Dividends payable in 1920...... 32,045,775.56 


ao Bonds and Stock abet baie Reserve for Deferred Dividends. 88,157,964.00 
llected and Deferr Reserves, special or surplus 


Uncollected and Deferred Pre= ) 
EC ee ee 13,993,352.96 funds not included above.... 43,897,967.91 
Interest and Rents due and ac= 
“SN MET Fee Reece Ore ana reoneaeert ten 11,849,389.88 


Premiums reported to War Risk 
Insurance Bureau under Sol= 


diers’. and Sailors’ Civil Relief 
Act 30,523.44 


és 82 O'S 2 Oo DP © 0 6:60 CP AD DS 


Ee $961 022,120.05 ME 5ouxk-Seieciuns vee $961 ,022,120.05 











Paid Policy-holders during the year 1919 . . . $116,174,621.00 











Us ETE ram: APRN EE: 
oe 2 


FAO REO Cer ase I 





MI A A eT 














OTT ETT vo 























